“OF pledge you, Mr. 
Dealer Reader, that 
The Feed Bag is not and 
never will be the organ of 
any jobber, manufacturer, 
miller or group of the same. 
Its sole interests are in the 
dealer. The Feed Bag is and 
will always be edited as 
a dealer organ--dedicated to 
the service of the dealers as 
a group in the belief that 


when the group is served, so 
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Announcing Two New Feeds 


1. WISCONSIN 32% DAIRY RATION 


A Balanced Protein Supplement 
For Mixing with Farm Grains 


Just the thing for balancing up home 
grown grains. Made from seven high 
protein concentrates sweetened with 
pure cane molasses. It will help your 
dairymen get the most out of their farm 
grains. 


For Health and Energy 


Contains crimped oats, cracked corn, 
alfalfa meal and pure cane molasses. 


Write for samples, prices and further particulars regarding these two new feeds. 


We can stock your warehouse completely, with anything you need in the line 
of dairy feeds, poultry feeds, grain, mill feeds, flour and meals—all in ONE 
MIXED CAR. 


It will pay you to get acquainted with this service. 


NORTHERN MILLING COMPANY 
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Save Time! Get Your Supplies 
and Parts from STRONG-SCOTT 


Only by keeping in stock, in ample quantities, every item, part or 
machine that you might call for, could we give you the quick, care- 
ful service that you are accustomed to getting from Strong-Scott. 


We don’t ask anyone to wait until we can get in a shipment from some distant 
city. We carry complete stocks, right in Minneapolis; ready for immediate 
delivery. You can order with confidence from Strong-Scott. 


Increase Your Elevator Capacity 
20 Per Cent with Superior D. P. Cups 


| They hold more, are placed closer on belt, discharge perfectly. Nothing to 
change but the cups. We carry full stocks. 


Everything Jor Every Mill and Elevator 
She Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. STRONG 


In Canada: The Strong-Scott Mfg.o.Ltd.Winnipeg SCOT) 


The Symbol (23 of Service 


We can ship your requirements of Oats and 
Corn from our Elevator at Milwaukee or 
Savanna, Ill. 


We buy only the best quality grain and you 


can handle our shipments profitably. 
Send for Sample of Our Quality Corn 


<a Write or phone for our quotations |e 


FROEDTERT GRAIN MALTING Co. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA ORCHARD 541 0, MILWAUKEE 
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Happy New Year!! 


Make 1929 


We'll do our part for you. 
Let’s start together. Write. 


Arcapy Farms MILiinc Company 


223 W. JACKSON BLVD. CHICAGO, ILL 
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Co-operative Cash Basis Movement 
Started in Waupaca County 


H. W. Werth, Manawa, Appointed to Organize Dealers to Adopt Plan 
Feed Grinding Costs, Diesel Engine Power Discussed at Meeting 


county on a cash basis was start- 

ed at a meeting of Waupaca 
county and vicinity dealers, held under 
the auspices of the Central Retail Feed 
association, at Waupaca, Wis., Wednes- 
day evening, December 12. 

H. W. Werth, manager of the Farm- 
ers Co-operative Produce Co., Manawa, 
started the ball rolling and the subject 
was discussed pro and con for more 
than an hour. Several dealers finally 
agreed to make the change from credit 
to cash providing other dealers in the 
county did likewise. Mr. Werth was ap- 
pointed as a committee in one to call on 
all dealers in the county with a pledge 
for them to sign providing they could 
and would agree to go on a cash basis. 
Indications are that the movement will 
be successful, and Mr. Werth will make 
his report at another meeting of the 
group to be held in the near future. 

“Cash Basis” Experiences 

There are three or four dealers in 
Waupaca county who are now operating 
on a cash basis. Edward Weisman, 
manager of the Northern Milling Co. 
store at Marion, told of his experiences 
since going on a cash basis August 16. 
In the short time since the change, he 
reported, his book account has de- 
creased! from $5,200 to $600. Mr. Weis- 
man received some complaints from his 
patrons when he first made the change 
but these complaints are dying out, and 
sales are now about on par with last 
year, which is very good in view of the 
fact that the feeding season opened 
later this fall. His competitor does not 
sell on a cash basis. 

S. A. LaViolette, one of the pioneer 
cash basis dealers in Wisconsin, told of 
his experiences in making the change at 
two retail stores. The first was made 
several years ago at the Oconto Milling 
Co., which firm is still successfully oper- 


\ MOVEMENT tto put Waupaca 


ating on a cash basis. During 1928, Mr. 
LaViolette became manager of the Clin- 
tonville store of the Northern Milling 
Co., and put this station on a cash basis 
effective March 19. He has cut the 
book account at Clintonville from $12,- 
000 to $1,000, while sales have been 
maintained at a good level. Farmers like 
the plan after they have become educat- 
ed to it, he said. 
Cost of Book Accounts 

Other cash dealers who told of their 
experiences included A. J. Kujawa, Ku- 
jawa Co., Rudolph; Frank Miller, Ru- 
dolph Mercantile Co., Rudolph, and 
John E. Buchman, Hortonville Milling 
Co., Hortonville. Mr. Buchman stressed 
the idea that a dealer who has $9,000 on 
the books, figuring interest at 6 per cent, 
must sell 180 tons of feed at a profit 
margin of $2.00 per ton in order to 
merely pay the interest. This does not 
allow for any handling cost on the 180 
tons. 

Fred Fisher, Fisher & Fallgatter, 
Waupaca, former president of the Wis- 
consin State Rye Millers association, de- 
livered a short address on farm condi- 
tions in Wisconsin. He emphasized the 
fact that the main trouble with the far- 
mer in Wisconsin, as well as elsewhere 
in the country, is that he has had too 
much credit. Much of this credit was ex- 
tended during the period after the war 
when values were inflated, which makes 
it difficult, if not impossible, for many 
of the farmers to meet their obligations. 
Some farmers, Mr. Fisher said, are even 
selling their stock and other producing 
assets in order to meet their various 
notes and interest payments as_ they 
come due and in this way they are fur- 
ther handicapping their ability to pay 
and making general conditions worse 
rather than better. Mr. Fisher has vis- 
ited more than 1,500 Wisconsin farms 
within the past year. 
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Charles Schneider, Charles H. Schnei- 
der & Co., Readfield, started a discus- 
sion of feed grinding costs. Mr. Schnei- 
der charges 12 cents per hundred 
pounds for grinding and has kept an ac- 
curate record of his costs for the past 
seven years. Last month his income for 
grinding was $315 and his expenditure 
for electric power $102. This shows that 
power cost is about one-third of his 
grinding sales which, he said, has been 
his general experience. When all costs 
are figured, according to Mr. Schneider, 
it is almost impossible for a feed dealer 
to make any profit grinding. 

Count was made among the dealers 
present to find out what was charged 
for grinding at the various stations rep- 
resented, and it was found that practi- 
cally all made a charge of 12 cents per 
hundred pounds. This is better than 
the average charge throughout the state. 

Diesel Engine Power 

An interesting talk on diesel , engine 
power by Ray L. Howes, of the diesel 
engine division, Fairbanks, Morse & 
Co., Chicago, concluded the program. 
Mr. Howes explained the development 
of the combustion engine and. the differ- 
ence between diesel and gasoline en- 
gines. “The diesel engine,” he said, “is 
the most efficient of all power plants and 
in many cases, depending largely on lo- 
cal conditions, can furnish power at a 
cheaper rate than could be obtained 
from any other source.” 

Mr. Howes listed the advantages of 
diesel engines as follows: (1) Ninety per 
cent of the diesel engines sold pay for 
themselves from savings resulting in 
their use as compared with cost of 
power previously used. (2) Small diesel 
engine units operate practically as effi- 
ciently as larger units, producing more 
power from the same quantity of the 
same fuel than can be obtained from 
other power plants. (3) Diesel engines 
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are compact, simple in construction and 
reliable. (4) As compared with electri- 
city, diesel engines exact no service or 
demand charge and make users indepen- 
dent of storms and other outside condi- 
tions in that they generate power where 


_it is used. 


Savings Easy to Figure 

Fairbanks, Morse & Co., Mr. Howes 
explained, and other reliable manufac- 
turers are not interested in placing die- 
sel engines except in cases where the in- 
stallations will operate to the actual ad- 
vantage of the user. Savings to be ob- 
tained by using diesel engines can easily 
be computed in advance of any installa- 


tion, Mr. Howes said, and his firm, as 
well as other manufacturers, are always 
willing to make such computations for 
any power user who is interested and 
desirous of getting power at a cheaper 
rate than the one he is paying. 

A general rule for figuring the cost of 
power from diesel engines was cited by 
Mr. Howes. According to this rule a 
diesel engine will produce the equivalent 
cf a k. w. at a cost of .66 cents for fuel 
and lubricating oil where fuel oil can be 
obtained for 6 cents per gallon, the aver- 
age price. 

21 Per Cent on Investment 
Mr. Howes compared the cost of die- 
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When you handle 


Darling’s Meat Scraps, 

Tankage and Bone Meal 
you are handling the best the 
world produces--and it doesn’t 


cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 
LaBUDDE FEED & GRAIN CO. Milwaukee 


STATE DISTRIBUTORS 


sel engine power with electric power in 
a feed store having a feed grinder re- 
quiring a 40 h. p. motor and where the 
power company’s charge for electricity 
is 3 cents per k. w. He figured that the 
feed store would operate its grinder 
1,000 hours a year using 40,000 h. p. 
hours. A 40 h. p. electric motor would 
require approximately $1,000 worth of 
current to deliver this power. A diesel 
engine, with fuel oil at 6 cents per gal- 
lon and lubricating oil at 60 cents, would 
deliver the necessary power for $168. 
The saving would, therefore, be approx- 
imately $832 or an amount equivalent to 


‘approximately 21 per cent return on the 


investment in a diesel engine. This 
means that a user could pay for the die- 
sel engine out of his savings in less than 
five years, at the end of which time he 
would still be getting power at an ex- 
tremely low cost and own a good diesel 
engine capable of producing power for 
him for many years to come. 


VORHIES GRAIN CO., Zearing, 
Ia., has purchased the F. A. Haase ele- 
one and taken possession. 


FARMERS ELEVATOR CO., Slee-_ 


py Eye, Minn., at a recent meeting of 
its board of directors, voted to install 
another grinder and corn crusher to take 
care of their rapidly increasing business. 


PROTEIN 16% FAT 

INGREDIENTS 
CORN GLUTEN FEED. WHEAT BRAN. SOY 
BEAN MEAL. OLD PROCESS LINSEED OF. 
MEAL. PRIME 43° COTTON StED MEAL. 
PULVERIZED AND BOLTED FLAX AND 
GRAIN SCREENINGS. MINERALS (CALCIUM 
CARBONATE. BONE ‘MEAL, SALT). AND 

MOLASSES 


ARANTEED ANA 


A Lively Leader 


MEANS 
INCREASED INCOME 


LUE RIBBON SWEET DAIRY FEEDS 


are used by thousands of discriminating 


dairymen. 


BROOKS MILLING CO. 


MINNEAPOLIS, MINNESOTA 


Increased demand proves their popularity. 
Business builders of good will and friendship. 


COMPLETE LINE OF DAIRY, 
POULTRY and HOG FEEDS 


TRY OUR 24% PROTEIN DAIRY FEED 


Profits Prove 


LET 


IT : 
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Mutual Millers Plan 
Big Convention 
At Buffalo, N. Y. 
January 17, 18 


HE Mutual Millers & Feed 

Dealers association will hold its 

annual convention at the Hotel 
Buffalo, Buffalo, N. Y., Thursday and 
Friday, January 17-18. Preliminary an- 
nouncements have been sent out by J. 
D. Ditzler, secretary-treasurer, and all 
indications point to a record attendance. 
A lively, interesting program has been 
arranged by the officers. 

“It will be a meeting which we will 
long remember, enjoy and profit by at- 
tending,’ Mr. Ditzler promises. 

At the business meeting Thursday af- 
ternoon, the subject of cash versus 
credit will be discussed. The promo- 
tion of a cash basis has always been 
one of the association’s policies. Since 
the organization of the association many 
members have gone on a cash basis and 
by .so doing have increased their busi- 
ness. Most of the members favor this 
method of doing business and a good 
discussion is promised. 

Dr. E. A. Perregaux, of the extension 
department of Cornell university, ad- 
dressed the convention in 1927 and de- 
veted his speech to the operating cost 
of a retail feed store, using charts to 
illustrate his points and figures. His sur- 
vey was made among 70 retail feed 
stores in the East and showed that it 
costs the feed dealer 13.4 per cent to 
carry credit on his books, while it costs 
only 6 per cent at the bank. Mr. Per- 
regaux urged the dealers to send the 
farmer to the bank to get the money, 
and to educate him to pay cash for his 
feeds. He showed with his charts that 
it is not only uneconomical to the dealer 
to carry credits, but also uneconomical 
for the feeders. 

At the 1927 meeting of the Eastern 
Federation of Feed Merchants, with 
which the Mutual Millers affiliated, Da- 
vid K. Steenbergh, editor of The Feed 
Bag, told how many dealers in the Cen- 
tral Northwest were adopting a cash 
basis and finding it profitable. These 
dealers, he said, were increasing their 
sales, giving better service and making 
bigger profits. .L. L. Warner, Niobe, 
N. Y., who has been operating his feed 
business successfully on a cash basis for 
the last 14 years, supplemented Mr. 


Steenbergh’s address and spoke of the 
advantages he has noticed over the 
other system. Several dealers will 
speak at the convention this year, re- 
lating their experiences and they prom- 
ise a real live. message for all those who 
are interested. 

Local feed dealers’ clubs and plans for 
their organization will be one of the 
subjects openly discussed at the Thurs- 
day afternoon meeting. Some of the 
districts have local feed clubs and have 
been holding regular meetings. They 
are ready to offer solutions for any local 
problems which the members may be ex- 
periencing. 

In the evening, a big banquet has been 
arranged and the committee promises a 
good dinner. Dealers will have a chance 
to visit with members and friends after 
the banquet and will then attend a good, 
peppy show which has been arranged 
at one of the theaters in the city. It 
will be free to all members. 

Dr. C. E. Ladd, director New York 
State Farm bureau, Ithaca, N. Y., will 
speak at the Friday morning meeting 
on “What the Extension Forces Are 
Doing in the Field of Feeds, Seeds and 
Fertilizers.’ The nature of Dr. Ladd’s 
work and the position he occupies in 
eastern agricultural circles, makes his 
address of vital interest to every feed 
dealer. 

W. K. Bradbury, of the Niagara Falls 
Power Co., manager of the public rela- 
tions department, will talk Friday morn- 
ing on “The Beauty and Utility of 
Niagara Falls”. Power is one of the 
great problems in the feed business and 
Mr. Bradbury is an authority on the 
subject. Every dealer should hear him. 

Service to the trade, truck deliveries 
to farmers and car door selling will also 
come up for discussion at the meeting. 

The officers and directors of the asso- 
ciation are E. B. Dunbar, Little Valley, 
N. Y.. president; W. H. Parker, Water- 
ford, N. Y., vice-president; J. D. Ditz- 
ler, Jamestown, N. Y., secretary-treas- 
urer, and F. J. Young, Alden, N. Y., 
and Henry Dye, Forrestville, N. Y., di- 
rectors. These men have arranged a 
real program and assure the members a 
good meeting. 
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E. B. Dunbar 


The association since its organization 
over ten years ago’ has shown a steady 
increase in membership. It has been 
working hard every day year after year 
and has accomplished much for its mem- 
bers. Secretary Ditzler urges everyone 
to attend and wants you to remember 
the dates and place—Thursday and Fri- 
day, January 17-18, Hotel Buffalo, Buf- 
falo, N. Y. Mark them on your calen- 
dar and when the time comes around, 
be sure to attend the biggest and best 
meeting the Mutual Millers & Feed 
Dealers association has ever held. 


J. P. HAGER has purchased the feed 
mill of J. A. Reid at Fort Edward, N. 
Y. The business will be continued un- 
der the name of the Fort Edward mills. 
Mr. Reid will: for a time continue to be 
associated with the business. The new 
owner will allow attractive cash dis- 
counts in line with the trend away from 
long term credit. 


HOWARD HARKNESS, Mayville, 
N. Y., has recently installed a new set 
of scales in his mill. During the past 
year he added a new grinder and mixer 
and announces an increased volume of 
business. 


J. SIXT & Son, who formerly oper- 
ated a feed mill at Sardinia, N. Y., are 
now conducting the old Sherman mill at 
Yorkshire, N. Y. The Sardinia mill was 
destroyed by fire several months ago. 


GODFREY MILLING CO., Attica, 
N. Y., has removed its wheat flour mill 
and is installing a buckwheat flour 
equipment. Norman Godfrey said the 
change would open a market for the. 
buckwheat grown in the section and the 
removal of the wheat unit provided 
much additional storage space. 
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Waukesha six cylinder power plant driving grain pulverizer 


Run Are you working for the Pow- 

er If it half 

| your profits to pay the power 

Your bill, that’s what you are do- 
Own ing. A Waukesha Ricardo 

m Head gasoline engine will put 
Pusiness you back in business for your- 
self. It renders no minimum 

bill when idle and can cut your 

present power costs in half. 


Starts as easy as an electric motor by the simple 
“press the button,” is Safe, Economical and 
Dependable. Either direct connected or belted 
Drives. Write for full particulars. 


“T-Head Engines—They take better care of themselves.” 


WAUKESHA MOTOR COMPANY 
Waukesha Wisconsin 


New York Office: 8 West 40th Street San Francisco: 555 Howard Street 


Exclusive Builders of Heavy-Duty Gas Engines for Over Twenty Years 
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THE FEED BAG The Feed Bag has now been published 
PLEDGE for three and one-haif years and during 

these 42 months has had the privilege 
of re-affirming our pledge of service to the retail feed trade 
exactly eight times. This pledge is as follows: 

“We pledge you, Mr. Dealer Reader, that The Feed Bag 
is not and never will be the organ of any jobber, manufac- 
turer, miller or group of the same. Its sole interests are in 
the dealer. The Feed Bag is and will always be edited as a 
dealer organ—dedicated to the service of the dealers as a 
group in the belief that when the group is served, so are the 
individuals comprising it.” 

Many letters and calls from our readers, who have be- 
come our good friends in these years, testify tc the fact that 
we have kept our pledge. The number of our readers has 
steadily increased and there are many who would rather lose 
a good round lot sale than miss the opportunity of reading 
a single issue. Our advertisers have increased in number and 
the amount of space purchased each month is almost five 
times what it was in August, 1925, proving the old saying: 
“Where advertising pays, it grows and stays”. 

The Feed Bag has constantly increased its service to 
the retail feed trade as the growth of the publication has 
increased our ability to serve. We are entering the year 
1929 in a stronger position than ever before. We promise 
our readers a bigger and more interesting paper, a greater 
and more helpful service. Our sincere hope is that our ef- 
forts may continue to warrant the confidence and co-opera- 
tion which we have been so proud to receive from the feed 
trade during the past vear. 


NEW YEAR 
RESOLUTIONS 


This is the annual season for making 
resolutions. 

Many have decided to cast aside old 
habits and follow different channels of life. 

It is also a good plan for dealers to abandon unprofitable 
practices in the feed business and to venture on a new and 
better course. 

One of the first resolutions every dealer should make is 
to join his association, if he is not already a member. The 
organization will provide many benefits for him and he will 
gain new ideas by meeting and associating with fellow 
tradesmen. It will rejuvenate the progressive spirit and 
make him realize the importance of his function in a great 
industry. 

Dealers who already belong to an association should re- 
solve to partake more fully in its activities this year and to 
give it their support, and last but not least to pay their dues 
promptly. The bread cast upon the waters will return. 

Another good resolution is to apply a new merchandis- 
ing idea every month and to make more profit and sales than 
during the same month last year. The Feed Bag is a good 
source for sales plans. Every issue contains ideas that have 
been tried and tested with success by other dealers. They 
are fully explained to enable you to apply them. Check back 
your 1928 files or watch for every new number this year. 

Your competitors and friends in the feed business will 
also provide you with merchandising methods. Spend some 
time visiting with them and exchanging views. Both of you 
will benefit. 

A third and important resolution is to change to a cash 
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‘FUTURE BUSINESS 


basis. Release yourself from the burden of credit. The cash 
basis plan is no longer an experiment and dealers everywhere - 
are adopting it. They have discovered that it is a basis for 
improving their business and making more profit. Why 
should you hesitate? The first of the year is an opportune 
time to notify your customers that you have decided to 
change your policy. They'll accept it readily. 

After you have made these resolutions, follow them 
through. If you do this, our New‘ Year’s wish to you will 
be fulfilled. You WILL be happy and prosperous. 


BUILD YOUR OWN Study the history of any prosper- 
ous business. 

You will discover that in the 
course of its operations it always built for a bigger future. 
Feed dealers should follow this plan in their business. 

Opportunities are abundant. Bill Brown, a resident of 
your trade territory, may own a low producing herd of scrub 
cattle. They do not return a profit and he cannot afford to 
buy feed. Visit Bill Brown and offer him your services. 
Teach him better feeding methods and the advantages of 
high grade cows. Help him to prosper and he will soon 
make regular purchases from you. 

Other farmers in your trade territory may own flocks 
of poultry that do not pay for their keep. Wéith an interest 
in future business, you should take advantage of this op- 
portunity. Although you cannot conveniently handle dairy 
cattle, you can easily conduct a chick agency. By selling 
your customers high grade stock you take the first step in 
helping them to build a profitable flock. Hatcheries through- 
out the country desire to obtain feed dealers to distribute 
their chicks. Several are advertising their propositions in 
The Feed Bag to reach you. 

In addition to selling baby chicks you can handle poul- 
try equipment. This will also help to build bigger and better 
flocks for your customers, and will provide a profitable side- 
line for you. Every dealer should also be posted on poultry 
raising and feeding for egg production, and should offer this 
information freely to his patrons. : 

These are a few opportunities you have to build for future 
business. Your observation will reveal many others to you 
and whenever you have a chance to promote for tomorrow’s 
sales do not hesitate. You may realize no inimediate profit, 
but as a few more years slip by you will realize that it has 
paid you well. 


REMEMBER THE Good, helpful, attractively presented 
ADVERTISERS editorial content; -loyal, interested 
readers; and satisfied advertisers are 
all necessary for the publication of a successful trade journal. 
The Feed Bag,-we happily believe, has all three and is mak- 
ing steady progress each year as the editorial' merit, readers’ 
interest and loyalty, and advertisers’ satisfaction is improved. 
It is the advertisers in the last analysis, however, who 
pay the bills. The amount of advertising sold automatically 
indicates how much we spend for illustrations and editorial 
content and how many pages can be included in each issue. 
Therefore remember the advertisers, Mr. Dealer Reader, if 
you are interested in helping The Feed Bag grow. 
Let them know that you read and like to see their ad- 
vertisements in The Feed Bag. 
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The Advantages 
being 


Quaker Dealer 


UAKER makes good feeds, the very finest feeds that all 
. of the great resources of The Quaker Oats Company can 
produce. Quaker advertises those feeds, advertises them 
honestly and strongly to your customers. And Quaker offers 
its dealers an intelligent, complete plan for making Quaker 
Feeds popular right in the dealer’s own territory. And with 
all of this selling help, go the regular advantages of Quaker 
service —feeds and flour in mixed car shipments, prompt 
attention to all matters, and a share in the good will the 
whole world accords Quaker products. If you want to know 
more about the Quaker proposition, write today. A postal 
card will do. 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 
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What Have You Planned to Increase 
Your Business During 1929 


Central Association President Writes New Years Message to Dealers 
Would Double Organization’s Membership, Hold More District Meetings 


By F. Kern 


President, Central Retail Feed Association 


S feed dealers, passing the 1928 
A milestone, let us pause just a 

moment and reflect on the past 
year’s methods and results. Let’s ask 
ourselves: What have I accomplished? 
What can I do to improve my business? 
Shall I continue to fight my competi- 
tors? Shall I continue to wheel out 
feeds on credit, because my competitor 
does? Shall I continue to cut feed 
prices below a reasonable margin just 
to get the business? 

A Tremendous Investment 

Let us understand that the feed busi- 
ness is among the largest retail lines. It 
represents a tremendous investment in 
stock and equipment, with a carrying 
cost of not less than 6 per cent, which 
applies to book accounts as well. It is 
heavy work. Is there another business 
of its magnitude which could exist if 
conducted along similar lines? 

Charging nothing for our own labor, 
nothing for rent of the property occu- 
pied (if we own it), allowing nothing 
for interest on the investment and use 
of money employed in carrying a stock 
on hand, allowing nothing for deprecia- 
tion, allowing nothing for bad accounts, 
we kid ourselves into believing that we 
have “made a profit” the past year. 

Have We “Made a Profit” 

Have we really made a profit or is it 
just pay for our own labor? Could not 
most of us work for wages, shirk all 
responsibility, have no risk, and get 
about as much real money as some of us 
make trying to undersell our competitor 
who has just as much right to be in the 
feed business as we have? 

What is the trouble? I have just out- 
lined it. You either pay interest or else 
you lose interest on every dollar em- 
ployed in the business, you pay your- 
self no salary, you swear you have no 
worthless accounts, you allow nothing 
for depreciation—you simply donate all 
these items to your business to make it 
show you a profit. If you invested your 
money at 6 per cent and worked half 
as hard for someone else you would at 
least have the interest for profit at the 
end of a year’s business. 

Pointing Out the Remedy 

What’s it all about? We do not apply 
business principles to the feed business 


generally. We think our competitor (I 
like to think of him as my partner) has 
no right to be in the business and that 
we ought to “run him out” by extend- 
ing credit to a patron’ he has refused 
credit, by selling this patron feed at a 
dollar a ton less than our competitor has 
offered. We're too proud or too digni- 
fied, when one of our competitor’s pa- 
trons comes to us and asks for credit, 
to phone our neighbor and ask whether 
that patron is a safe risk. We trust 
him and we lose. Don’t we? Who is 
to blame? The answer is obvious. . 
You ask: What is the remedy? Can 
you mention a single business operating 


today, representing even one-fourth the 


magnitude of the retail feed business, 
that is not organized? You cannot. Or- 
ganization will not cure the itch but it 
could, with the co-operation of all retail 
feed dealers, wield a tremendous influ- 
ence for better methods. 

Value of Organization 

The Central Retail Feed association 
has done much for the industry as a 
whole, in the short time it has been or- 
ganized, and wherever it has been per- 
mitted to gather a group of local dealers 
for a district meeting there has been es- 
tablished a fellowship among the dealers 
that was hitherto unknown. I feel safe 
in making the statement that in every 
instance these meetings have helped the 
dealers who attended to make more 
money. 

The association has been responsible 
for a great many changes from a credit 
to a cash basis and it is only just be- 
ginning to accomplish its aims. It could 
not be expected to function properly 
with a handful of half-hearted feed deal- 
ers. We had this kind of dealers at the 
beginning but they have become con- 
verts to the idea and we have added a 
great many very substantial dealers 
throughout the territory. We should 
easily double our membership in Wis- 
con in 1929. If we do, we can more 
than double our association’s efficiency. 

Ready to Help You 

Do you want a group meeting in your 
district? If you do, and will suggest 
your desire to the secretary, David K. 
Steenbergh, addressing him at 86 East 
Michigan street, Milwaukee, Dave will 
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gladly give you all the assistance you 
want in arranging the meeting and pro- 
gram. 

Some of the topics we have taken up 
at these group meetings are: Cost of 
grinding feed, cost of handling feed, 
cost of delivering feed, diesel and gaso- 
line engines versus electric power, feed 
mixing, etc. The discussions which fol- 
low each topic are always most valuable. 

The officers of the Central Retail Feed 
association give their own time to the 
association work without compensation, 
and pay their own hotel bills. They are 
always glad to have, an opportunity to 
meet with any group of dealers any- 
where in the Central Retail Feed asso- 
ciation territory. 


J. BRICCO, Sugar Bush, Wis., has 
installed a feed mill in the old grain 
elevator there and plans to handle a 
complete line of feeds. 


CHEHOCK & LENTZ, Plymouth, 
Ia., plan to rebuild the Hunting eleva- 
tor which was destroyed by fire on De- 
cember 5. The new building will be 
smaller than the former structure, and 
will have a feed grinding room. 


- 


NATIONAL GRAIN MEETING 

Grain Dealers National association 
will hold its 23rd annual convention 
Monday, Tuesday and Wednesday, Oc- 
tober 14, 15 and 16, at the Hotel Pere 
Marquette, Peoria, Ill, according to 
Charles Quinn, secretary of the asso- 
ciation. 


MANUFACTURERS’ MEETING 


The American Feed Manufacturers as- 
sociation will hold its next annual con- 
vention at the French Lick Springs 
hotel, French Lick, Ind., June 6-8. An- 
nouncement to this effect which was 
made last week by L. F. Brown, secre- 
tary of the association, will meet with 
the practically unanimous approval of 
the members of the association and the 
feed trade in general. The convention 
was held at the same hotel in 1926 and 
1927 and all feel that it is a mighty good 
place to spend a few days for business 
and pleasure. 
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The man who can pay all of his wife’s 
Christmas bills with a smile shows the 
greatest purse-averance. 

ALL FIGURED OUT 

A colored soldier who was asked why 
he called cooties arithmetic bugs, re- 
plied: 

“Well, they adds to mah misery, suf- 
tract from mah pleasure, divide mah 
*tenshun and multiply like de dickens.” 

* * 

The man who gives in when he’s 
wrong is wise and the man who gives 
in when he’s right is married. 

* * * 
ELASTIC VALUE 

Stranger: “What is the value of the 
cow I saw in your yard yesterday?” 

Farmer: “Are you the assessor or has 
she been killed by an automobile?” 

CORNHAY WEAKLY NEWS 

The local postoffice has been closed 
since Lem Jones, our local feed dealer, 
changed to a cash basis. There wasn’t 


any more mail after he didn’t have to 
send out statements. 

Grouch Mudkins of Mudville says he 
won’t buy a speck more of this mineral 
feed. One of his cows died last week 
and he found a nail in her stomach. 

Luke O’Reilly, who crushed his toe 
when he kicked his tractor in the spokes 
because it wouldn’t start last week, is 


-up and around but not around the trac- 


tor. 

There wasn’t much excitement this 
New Year’s. Only eight persons passed 
away after imbibing of their own home 
brew. Last year there were 22. 

The eclipse of the moon is still visible. 
The soft drink parlors in this vicinity 
are all dark at night since the prohibi- 
tion officer’s raid last week. 

Cornhay Weakly News wishes 
readers a Happy New Year. 

* 2 
VAIN THEFT 

Six-year-old Freddy was on his first 
visit to his uncle’s farm. The Jersey 
cow was stolen during the night. 


its 


“That’s a good joke on the man who 
stole her,” Freddy told his uncle. 

“Why?” he asked. 

“Cause,” replied Freddy, “the hired 
man took all of the milk out of her just 
before supper last night.” 

—Penford News 
WANTED: NEW BOY 

Office Boy: “A man called while you 
were out, sir. He said he wanted to 
thrash you.” 

Feed Dealer: “And what did you say 
to him?” 

Office Boy: “I said I was sorry you 
were out, sir.” —Bagology 

* 
FOLLOWED DIRECTIONS 

Superintendent: “You big bone head, 
you’ve got us into a damage suit. I 
told you to fire the man, not to hit him 
with an axe.” 

Swedish Foreman: “Well, boss, dose 
ax she have sign vot say, ‘For Fire Use 
Only’, so I used her.” 

.., —Scratch 
POOR OUTLOOK 

Son: “Dad, why is the first part of 
the New Year always a financial fail- 
ure.” 

Feed Dealer: “’Cause all the Christ- 
mas bills have to be paid for.” 

Son: “You’re wrong, dad, it’s because 
so many resolutions go broke.” 
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New England Dealers 
Elect Braisted 


President; Discuss 
1929 Program 


T > New England Retail Grain 
Dealers association brought its 
first year of existence to a highly 
successful climax, holding a first annual 
convention and banquet at the Hotel 
Statler, Boston, Thursday, December 20. 
Approximately 125 representative deal- 
ers were present at the meeting and 105 
stayed over for the banquet in the even- 
ing. 
Treasurer Kent Reports 

The first session, which began at ten 
o’clock in the morning, was devoted to 
general businesg and the election of of- 
ficers for the coming year. The secre- 
tary, Lynne P. Townsend, made a brief 
report of the year’s activities and Treas- 
urer R. W. Kent reported a total income 
of slightly over $7,000, with a balance of 
$36 on hand. President W. N. Howard, 
D. F. Howard & Sons, Ware, Mass., 
reviewed the history of the organization, 
from its inception at a joint meeting of 
the Massachusetts and Vermont state 
organizations one year ago last June, 
to the present time and congratulated 
the dealers present on building an effec- 
tive organization within, so short a time. 

A. W. Braisted, Bennington, Vt., was 
elected to the presidency of the associa- 
tion and his selection met widespread 
approval among the delegates. Besides 
conducting a successful grain business 
in his home city, he is the business rep- 
resentative of the H. W. Putnam estate, 
one of the largest enterprises in south- 
ern Vermont. Mr. Braisted has always 
been deeply interested in feed organiza- 
tion work not only of the New England 
association but of the old Vermont asso- 
tion as well. He brings to his office a 
keen business judgment and a winning 
personality which makes him in every 
way a logical successor of Mr. Howard, 
whose tireless energy and enthusiasm 
were in a large measure the reason for 
the success of the first year’s work. Mr. 
Braisted was promoted to the presi- 
dency from the vice-presidency. 

Glover Is Vice-President 

F. B. Glover, F. J. Glover & Son, 
Stafford Springs, Conn, becomes the 
new vice-president and he is elevated to 
this position from the board of direc- 
tors. Mr. Glover is one of the younger 


members of the association and has been 
very active. He is in business with his 
father and is a selectman of his home 
town. He works very closely with the 
Connecticut Agricultural college and is 
a Four H club leader in his community. 

Revere W. Kent, Narragansett Milling 
Co., East Providence, R. I. was re- 
elected treasurer of the organization. He 
is one of the best known grain men of 
New England and operates one of the 
largest individual businesses in the terri- 
tory. The demand that he remain in 
custody of the association’s funds was 
emphatic and unanimous and his con- 
sent, though given with some reluct- 
ance, was hailed with great satisfaction. 
It means, of course, that his advice and 
counsel remain available to the organiza- 
tion since he automatically remains as 
a member of the executive committee. 

Harper Elected Director 

George A. Harper, manager of the 
Watertown Co-operative association, 
Watertown, Conn., was elected to fill 
the vacancy on the board of directors 
caused by the elevation of Mr. Glover 
to the vice-presidency. The Watertown 
association, thanks to Mr. Harper, is one 
of the genuinely successful farmer 
owned grain stores doing a regular re- 
tail business in New England. There 
are a number of such concerns in the 
New England association, and Mr. Har- 
per’s election assures this group a well 
deserved recognition on the board of 
directors. 

Lynne P. Townsend, who has served 
as secretary of the association ever since 
the first work looking toward organiza- 
tion was begun, was re-appointed to this 
office by the board of directors at a 
short meeting following the afternoon 
session. 

Caraway Bill Opposed 

The convention adopted only two res- 
olutions, but both were to the point. In 
the first it went on record as opposed 


_ to the Caraway bill, designed to prevent 


the trading in futures in grain and cot- 
ton, and the secretary was instructed to 
file a protest with every senator from 
New England. This action places the 
New England association in harmony 
with other organizations of a similar na- 
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Adelbert W. Braisted, Vt. 
gram of New Eng- 


will lead second year 
land Retail Grain Dealers association. 


ture through the country. 

The second resolution, introduced by 
Rufus L. Brown, Berkshire Coal & 
Grain Co., Inc., North Adams, Mass., 
was in the nature of a testimonial and 
an appreciation of the services rendered 
the association by the retiring president, 
W. N. Howard. This resolution was 
adopted unanimously and with great en- 
thusiasm. 

1929 Plans Discussed 

The association has some very definite 
and far-reaching plans for the year 1929. 
These were discussed at length and the 
association authorized the secretary and 
the executive committee to proceed at 
once to put them into effect if and when 
further investigation prove them to be 
feasible. While these plans cannot be 
disclosed in full just at this time, it may 
be stated that they contemplate an ef- 
fective method of meeting and check- 
mating the advertising and propaganda 
used to foster and promote other than 
the regular retail method of grain and 
feed distribution. It is confidently ex- 
pected that this plan will develop into a 
most important phase of the associa- 
tion’s work during 1929. All New Eng- 
land dealers are urged to be on the 
watch for these developments. . 

As part of the educational and inspira- 
tional feature of the day’s program Prof. 
W. C. Monahan, Massachusetts Agricul- 
tural college and Prof. G. L. White, 
Connecticut Agricultural college, deliv- 
ered addresses on various phases of the 
poultry and dairy industries in New 
England. These addresses were exceed- 
ingly well received. Professor Mona- 
han turned the discussion into an open 


Page Thirteen 


4 
4 
ve 
* 
: 
; 
ig 


E. S. 
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& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil ana Cotton 
Seed Meals 


either straight 
or mixed 
cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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forum and devoted much of his time to 
answering questions. 
Alden Banquet Speaker 

The principal speaker at the banquet 
was Judge George D. Alden, Bridge- 
water, Mass. Judge Alden is a chautau- 
qua speaker and lecturer of note. He is 
a finished orator and held his audience 
at attention for over an hour. His ad- 
dress was preceded by a program of 
music and entertainment furnished by 
Boston talent. 

The first annual meeting was a suc- 
cess. This was the unanimous opinion 
expressed by those present. The New 
England association now launches out 
into its second year full of life and vigor 
and with the determination to make new 
history in 1929. 


FEED DISTRIBUTORS 

M. C. Burns, president of the United 
States Feed Distributors association, an- 
nounced at his Buffalo office that a 
meeting of the executive committee of 
this organization will be held sometime 
in January, probably at Chicago. There 
are important matters before the asso- 
ciation, including selection of a 1929 
convention city and decision as_ to 
whether the distributors shall sever 
their allegiance with the Grain Dealers 
National association, Mr. Burns said. 


Milwaukee Chamber Rings 
In the New Year 


Business cares and dignity were shuf- 
fled aside when the day’s market closed 
at the Milwaukee Chamber of Com- 
merce, Monday afternoon, December 31, 
for the annual New Year’s frolic, known 
this year as “a jigger of jocularity and 
a chaser of cheer.” 

The program included joe Huml and 
his famous radio band in “Musical Emo- 
tions Beyond Speech”; Herman Franke 
in “On the Banks of the Wabash”; An- 
drew L. Jacobs as a one man glee club; 
Walter Fitzgerald, singing “The Vulgar 
Boatman”; the three Johns, Lauer, Hen- 
sey and Jouno, “dainty entertainers”; 
Jim Howard and Steinbrecher in a tele- 
graph wire sensation; Bill Delaney and 
H. Reingruber in the love scene from 
Romeo and Juliet, and Taylor and As- 
ton in “Moondown.” 

The success of the party was due to 
the efforts of the entertainment, recep- 
tion and floor committees and to an at- 
tractive program announcing the affairs 
and circulated on ’change. 


GEORGE URBAN, Buffalo miller, 
was scheduled to be in Albany, January 
2, to cast one of New York state’s elec- 
toral votes for Herbert Hoover. 


Best Wishes To All For A 
Happy & Properous 
New Year 
From 
ri | PENICK & FORD SALES Co.,, INC. | 
CEDAR RAPIDS, IOWA 
Distributors for 
al PENICK & FORD, Ltd., Inc. 3 
Manufacturers of 
ry Corn and Sugar Cane Products ry 
Sweetened Douglas Corn Gluten Feed 
ac Douglas Corn Gluten Feed ry 
‘Corn Oil Meal 
Cane Feed Molasses 
re 
et 
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Five Magic Cures Will Banish Ills 
~ Of Your Feed Business 


Maintain Complete Stock, Offer Feeding Service, Sell for Cash 
Mix With Fair Dealing, Advertising, Co-operation and Shake Well 


By David K. Steenbergh 


HERE are no magic cures for 

j the problems of feed dealers. I 

- do not know of any’ magic cures 
for any problems although it sometimes 
seems like magic when we note the 
changes which follow after the applica- 
tion of a few ideas born in plain horse 
sense to any given business. 

Most of us know full well how our 
businesses ought to be conducted. If 
we would stop and think—asking our- 
selves the questions—are we doing this 
or that—one at a time—function of our 
business in the way we really believe 
it should be done? How must we 
change our business to make it satisfy 
us? 

Follow Business Ideals 

If we'd all ask ourselves these ques- 
tions and sincerely try to conduct our 
plants in accordance with our ideals—a 
talk such as I am making would be un- 
necessary. I do not pretend to know 
as much about the feed business as you 
men do who have been in it in a prac- 
tical way for many long years. All I 
know I have learned from other men 
like you fellows—dealers from Wiscon- 
sin, New York, Illinois, Minnesota and 
elsewhere. Few of these dealers have 
ideal stores but they all are doing better 
each year and they all know in their 
hearts what’s wrong and _ what. they 
ought to do. 

The ideal feed store of our hearts and 
minds, I sincerely believe, is a practical 
one. All that is necessary is to have the 
backbone, the determination and stickto- 
itiveness to put across our own ideas of 
how our own stores should be run. 

What are these ideas? They are 
many and come in hundreds of varia- 
tions but we have simmered them down 
to only five in number. Let us, then, 
consider these magic cures one by one 
and as we do you'll all recognize them 
as old friends. 

Maintain Complete Stocks 

The first thing necessary for the con- 
duct of a successful feed store is to 
maintain complete stocks in all seasons. 
It pays big dividends to always have 
what your trade wants when they want 
it. Never permit any farmer to come 
to your store or elevator to buy any 
standard feed commodity and be told 
you are out of that commodity. Let 


your trade know that they can “always 
get it at Smith’s” or whatever the name 
of your elevator may be. 

Don’t be out of bran, for example, as 
we know many dealers are at this time, 
just because the market is uncertain. 
What if you do take a small loss on a 


The Feed Bag has received so many 
requests for this address, which was 
delivered by Mr. Steenbergh before 
the annual convention of the Michi- 
gan Grain, Feed and Hay Dealers as- 
sociation, that we take great pleasure 
in publishing it herewith. It has been 
widely quoted by manufacturers in 
their literature sent to dealers. 


small mixed car shipment. The farmer 
can’t stop feeding just because you are 
afraid of the market. Maintain complete 
stocks, therefore, at all times. Include 
the items which are recommended by 
your experiment station and county 
agent. Make everybody come to you 
for every feed need and you'll find your 
business steadily increasing if you will 
always have what your farmers want 
when they want it. 
Offer Feeding Service 

The second bit of magic or cure for 
feed dealers’ problems is for the dealer 
and all his employees to know their 
goods. In the first place, you should 
sell dependable merchandise with a rep- 
utation for proved results. Seek some- 
thing better rather than something 
cheaper when you feel you must change 
or add to your line but remember it’s 
always best to find something good and 
then stick to it. 

You and all your men should know 
and be able to tell your customers just 
how to get best results from every feed 
you handle and under the conditions 
prevailing on your customer’s farm. 
This means that you must know the 
people of your territory and their farms 
as well as your own goods. You must 
be able to offer the same service with 
respect to fertilizer, seeds, grain, coal 
and other commodities you sell. Study 
your trade papers to get this material 
and the bulletins of manufacturers and 
of agricultural colleges and experimental 
stations. Talk with county agents. 
Watch the results your customers are 
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getting. Attend conventions and train- 
ing schools of your manufacturers and — 
organizations. You must make money 
for your feeders before you can make 
money for yourself. 
Sell on a Cash Basis 

The third and perhaps most important 
cure is to sell on a strictly cash basis. 
Most of the faults of present feed store 
merchandising can be traced to the cred- 
it evil. Everything starts to go wrong 
when a dealer’s capital freezes in his 
book account. It’s always bad to com- 
pete out of one’s own line, and banking 
is certainly not a feed dealer’s function. 
If you want to be successful keep your 
working capital for working purposes 
and send the farmers who want to bor- 
row money to the bank. You must buy 
right or the margin between market and 
retail prices becomes so great that di- 


‘rect selling and co-operative buying 


takes hold. 

Farmers, today, know the wholesale 
market quotations and most of them are 
willing to pay a small premium above 
these prices to buy from his local dealer. 
But when this dealer is not in a posi- 
tion to buy at the right market or in 
sufficient quantities—such as car lots in- 
stead of truck lots—he is not robbing 
the farmer for his own benefit but his 
initial costs are usually certainly too 
high. You can’t blame the farmer for 
not wanting to pay the: resultingly large 
handling spread. 

Sell feed, but sell it for cash. Always 
have money to buy when markets are 
right—and not in mixed cars or truck 
lots, or you'll never make money in the 
feed business. Let your customers know 
that you pay cash for the feed you sell 
and must get cash. They’ll co-operate 
if you put it right and you'll find cash 
customers are always loyal if you treat 
’em right, while credit customers, when 
they are indebted to you for a good 
amount, become ashamed and start trad- 
ing at a cash store until such a time as 
when and if they pay the bill they owe 
you. 

Advertise Square Dealing 

The fourth of our common sense cures 
is advertising. It has been correctly 
said that cash is the axel grease of busi- 
ness but advertising is what makes the 
wheels go ’round. Advertise service, 
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What's In 


Much—to the feed merchant and 
his customers. 


Chapin Kernels! Nothing better 
in the way of a brand-name for a 
poultry-feed is now on the market. 

It catches the eye—holds the 
attention of poultrymen — makes 
them curious about this new feed 
that’s so different from all other 
poultry feeds. 


Then, to enable all persons to 
. distinguish easily between the three 
feeds in the line, three names, 
equally novel and descriptive, were 
originated: 
START-ALL 
GROW-ALL 
LAY-ALL 
They form the Chapin Kernel 
line—make it possible for the feed- 
merchant to supply his customers 
with Kernel feeds—‘‘from chick to 
laying hen.”’ 
. Chapin Kernels have now been 
fed “around the circle.’”’ The baby 
chicks, fed on it a year ago, are now 
active egg-layers. Flock-owners, 
everywhere, report unfailing success 
with Kernels. 
The three feeds, in practice, have 
worked out exactly in accordance 


A Name? 


with the results secured by long and 
expensive experiments and a quarter 


century of experience in making 
feeds. 


The new crop of baby chicks will 
soon be here. Nothing is too good 
for them in the mind of the flock- 
owner. And nothing better, as 
a baby-chick feed, than Start-All. 


Just a few pounds, fed to a few 
chicks, will quickly demonstrate to 
the poultryman that Start-All is 
what he has long been looking for 
in a baby-chick feed. 


The cost to raise a chick is less 
than with any other feed—and this 
lower cost is helped by the fact that 
he loses few chicks and spends less 
time in feeding and cleaning up. 


Send for samples and circulars. 
Chapin Kernels is the one feed on 
the market that your competitor 
cannot imitate with a “‘just-as-good”’ 
feed at a lower price. 


Nine leading poultry journals are 
telling the story of Chapin Kernels 
every month — urging poultrymen 
to your feed-store man.’’ 
It will pay you to secure the ex- 
clusive sale of Chapin Kernels in 
your territory. 


CHAPIN & COMPANY 


327 S. La Salle Street, Chicago 
MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 
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responsibility, square dealing—and have 
it for your patrons every time they enter 
your store. It isn’t necessary to cut 
prices in order to advertise. 

Don’t feel there is anything mysteri- 
ous about advertising. There isn’t. The 
best advertising is simplicity itself—just 
telling—and telling is selling. There are 
several types of advertising open to re- 
tail feed merchants (1) displays in store 
and warehouse; (2) signs on buildings 
and about the country; (3) advertising 
in local newspapers; (4) direct mail cir- 
culars, price lists, manufacturers’ circu- 
lars; (5) direct solicitation; (6) tele- 
phone solicitation. 

Support Your Organization 

The fifth and last magic cure is the 
necessity of meeting and knowing your 
competitor. We have often had the 
pleasure at district feed dealers’ meet- 
ings to actually introduce neighbor deal- 
ers to each other, to encourage them to 
shake each other’s hands in sincerity 
and to discuss mutual problems with 
confidence. How wonderful it has been 
to see some of these fellows together at 
the big convention a year later. They 
get up in meeting, saying: “My neigh- 
bor, Mr. Blank and I’—‘Frank Brown 
and I”, “We get together”—etc., and the 
stories they tell are amazing—going on 
a cash basis together—buying some feed 
together—raising the price of grinding 
together—and so on. 

This leads us to consider the value 
and necessity of organization. It hardly 
seems as if there is any room for argu- 
ment on this topic. If it wasn’t gener- 
ally believed that working together was 
better than hanging alone we'd still be 
British subjects and there would be no 
United States. 

The trouble with us is not that we 
don’t believe in organization but that we 
are willing to give too little to organiza- 
tion and expect too much in return. 
How much can you expect for $5.00 to 
$10.00 per year? How much would you 
expect if you tried to play grain futures 
with $10? I know you wouldn’t expect 
to win thousands considering results in 
proportion to investment. I believe as- 
sociation work pays bigger dividends. 
And the more of yourself and your per- 
sonal energy and time that you give to 
your association the more it will repay 
you. 

We are about to finish this little talk. 
You have seen that the cures are those 
suggested by horse sense and not magic. 
You’ve all thought of selling for cash, 
advertising, carrying complete stock, 
etc., I know, but you’ve said, “Well, that 
might be all right for someone else, or 
I can’t get cash as long as my competi- 
tor allows credit.” 

Thoughts like this are all the bunk— 
we can, if we will. 
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Eastern Federation 
Completes Plans 
For Mid-winter Rally 

Binghamton 


LANS, for the mid-winter conven- 
P tion of the Eastern Federation of 

Feed Merchants, to be held in 
Binghamton, N. Y., February 19 and 
20, have been completed by the execu- 
tive committee and an attempt will be 
made to bring out a large attendance of 
retail dealers. 

Among the speakers announced by 
the committee is Prof. F. B. Morrison, 
who recognized throughout the 
United States as one of the foremost 
feeding experts. He is now head of the 
department of animal husbandry at the 
New York State College of Agriculture. 
He was co-author with the late Dean 
W. A. Henry, of the University of Wis- 
sonsin, of the text book, “Feeds and 
Feeding”, which is used in agricultural 
schools throughout the country and 
which has a place of honor on the desks 
of most eastern feed dealers. 

Morrison on Program 

Dr. Morrison will speak at the after- 
noon session on the first day of the con- 
vention and will conduct a round table 
discussion during which delegates will 
have an opportunity to ask him ques- 
tions. 

“It is with greatest pleasure that we 
announce Dr. Morrison’s address and 
discussion period,” said President W. 
S. VanDerzee, Albany, N. Y. “I am 
sure that our members in large num- 
bers will avail themselves of this oppor- 
tunity to meet and discuss with an emi- 
nent authority the problems that fre- 
quently confuse them.” 

The result of the second annual 
“Farm Inventory Week” will be ex- 
plained by Prof. V. B. Hart, of the New 
York College of Agriculture. The fed- 
eration is assisting in making the week 
as effective as possible and Professor 
Hart will tell the members why it is 
to their advantage to persuade each of 
their customers to make an annual in- 
ventory and file a credit statement with 
their bank. He will have sample inven- 
tories for display and will conduct a 
brief course in which he will explain 
how the dealers may assist the farmers 
in taking the inventory and filling out 
. the credit statement. 

The convention will be opened at 10 


a. m., February 19, in the Hotel Arling- 
ton. An hour earlier, the registration 
desk will be ready and convention 
badges will be furnished the delegates. 
President VanDerzee will be in charge 
of all the sessions and promises to open 
them on time. 

A brief business meeting will be fol- 
lowed by appointment of committees, 
and an outline of the program for the 
convention. Speaking will be brief, so 
that ample time may be had for’ dis- 
cussing the important subjects which 
have been selected from answers to a 
questionnaire sent to the members. 

Barndt Arranges Banquet 

Dr. Morrison and his round table dis- 
cussion will occupy most of the after- 
noon meeting which will adjourn in 
time for a banquet and entertainment 
to be held in the Spanish ballroom of the 
Arlington hotel. The banquet program 
is in charge of Herbert J. Barndt, Reli- 
ance Feed & Grain Co., Binghamton, who 
has shown his aptitude in this connec- 
tion for the past two or three seasons. 
Mr. Barndt is arranging for an evening 
that will be thoroughly enjoyable, be- 
cause it will have a diversified program 
of speaking and entertainment. 

At the morning session on February 
20 subjects of extreme importance to 
the retail dealers of New York, New 
Jersey and Pennsylvania will have a 
thorough airing. 

Non-Members Welcome 

“The matters to be brought up for 
discussion are so important to every re- 
tail dealer and to the trade as a whole 
that the executive committee has de- 
cided to set aside its usual practice and 
invite all dealers, whether they are 
members of the federation or not,” an- 
nounced President Van Derzee. “Be- 
ginning early in January a comprehen- 
sive drive will be made to insure the at- 
tendance of as many of the more pro- 
gressive dealers as possible. We must 
face some serious questions and to pro- 
perly meet them we must have the 
support of every retail dealer. I want 
to take this opportunity to personally 
invite every retail dealer in the eastern 
states to attend the convention.” 

Invitations have been mailed to every 
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Prof. F B. Morrison 


retail dealer in the East and for two 
weeks in advance of the convention the 
executive committee will make a per- 
sonal canvass of the trade to bring out 
a large attendance. 

The committee is desirous of hearing 
from members who have suggestions to 
offer for making the convention as prac- 
tical and valuable-as possible. 


S. HOLLAND SONS, HORNELL, 
N. Y., have completed alterations to 
their retail store. 


PHELPS & SIBLEY, 
are planning to install a molasses mixer 
in their mill. 


F. M. McINTYRE, director of the 
Eastern Federation of Feed Merchants, 
and vice-president of the Potsdam Feed 
& Coal Co., Potsdam, N. Y., reports 
that his company has installed molass- 
es mixing equipment which has proved 
popular with the farmers. “We are in 
position to give the farmers molasses in 
any form,” writes Mr. McIntyre. “They 
may have the molasses mixed in their 
rations or grists or we will supply it to 
them in barrels or smaller containers.” 


DOTY WILL FILED 

The will of Edward Everett Doty, 
former head of the wholesale and retail 
feed firm known as Belden & Co., Gen- 
esee, N. Y., has been admitted to pro- 
bate in that place, where Mr. Doty died 
on November 25. The will disposes of 
an estate valued at upwards of $100,000, 
the widow and four sons receiving his 
personal and real property, including 
a controlling interest in the company 
of which he was head for many years. 
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Why the Miracle Ace Is Better 


HAMMER MILL to make the most money for you should grind 100 pounds 
A of anything through the same size screen with less horse power than any other 

hammer mill. The Miracle Ace Hammer Mill because of its 4 points of superi- 
ority—lIts cast in bloc, one piece rotor; its heavy corrugated tee head corrugated hammers 
weighing 42 ounces; its front and back corrugated plates and its heavy one piece mill 
housing. forever preventing any side whip, vibration or heated bearings, are the things 
that give this mill double the capacity of most hammer mills on the market. 


There are other merits of this mill that you ought to look into—instead of afterwards 
being sorry. 


1 Our heavy steel deflector bar across the top of the 
* hammers make this mill absolutely safe. It has 
never and cannot, ‘‘explode’’ and injure workmen. 
It has never caused a fire. 


2 Many money losses are made every day in hammer 
¢ mill grinding becausé it is so much trouble to 
change screens in most hammer mills. Go to a 
Miracle Ace mill in operation and change a screen— 
you will do it in half a minute. Then, if you can get 
any other hammer mill agent to let you change 
screens on his mill, go and do likewise, then compare 
time and skinned knuckles. 


Don’t take anyone’s word, go and see these things 
for yourself. Then write for our new booklet ‘‘The 
Miracle Ace’’—we will be delighted tosend itto you. No-5 Super Miracle Ace with 75 h. p. motor 


Miracle Sweet Feed System 


The greatest improvement ever made in feed milling is the 
MIRACLE COLD MOLASSES PROCESS. 


For the first time millers are able to have a molasses process that can be used both for a 
custom and a commercial feed mill. No heat and lesslabor. It has been in operation two 
years in parts of the country where it goes to 30 below zero. In operation in 25 states. It 
has many points of superiority over the old hot process—here are four of them. 


1 It will put 50% more molasses on feeds 
* without caking in the bags. 


2 It will put molasses on cotton seed, 
* linseed, peanut or any other greasy or 
oily meals—the hot process cannot do this. 


3 It does not require heat, so you have 
* not this expense or the loss from 
evaporation and boiling over. 


4. Tt will not ball up in the feed as the 
* hot process will do. if the molasses is 
. either too hot or too cold. 


The Simple Agitator of the Miracle Sweet Feed System 


Write{for our booklet, “THE MIRACLE SWEET FEED SYSTEM.” It’s a money maker. 


THE ANGLO AMERICAN MILL 
270-300 Kennaday Ave. (SC) MPANY Owensboro, Kentucky 


The World’s Largest Builders of Grain Grinding Machinery 
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Extensive Advertising Makes Feeds 
Easier tor Dealer to Sell 


Quicker Turnover, More Profits in Handling Well-Known Brands 
Surveys Show Customers Favor Products of General Advertisers 


By F.. Harvey Morse 


feels that because his name does 

not appear on general advertising, 
he reaps no direct profit from it. It is 
true that it may be hard to trace busi- 
ness direct to any one particular adver- 
tisement. Yet, there is evidence aplenty 
that a strong campaign of general ad- 
vertising may make all the difference in 
the world between a line of feeds that 
moves readily from the warehouse to 
the farm and one that lays around until 
rats and weevil have it. 

Better Quality and Uniformity 

A manufacturer might advertise a 
poor quality product—say, a _ ready 
mixed feed. Consumers might buy that 
feed once—but they wouldn’t buy it 
twice. As most business depends on re- 
peat orders for continued prosperity, 
you can see that it would be practically 
impossible to advertise a poor line of 
feeds nationally for very long. In talk- 
ing to the salesmanager for one of the 
leading brands of ready mixed feeds, he 
emphasized, “If our line didn’t give the 
results we tell feeders to expect in our 
advertising, no dairyman, or poultry- 
man, or hog raiser would buy it a 
second time. But because it does iive 
up to our advertised statements of it, 
those feeders do repeat and as a conse- 
quence, our merchants are able to make 
more sales and greater profits.” 

It is said that you can buy a better 
camera from the Eastman Kodak Co. 
for $2.50 today than you could buy 25 
years ago for $35. That is just an indi- 
cation of how national advertising tends 
to raise the quality of that product. 

Publishers Guarantee Advertising 

And here is another point. If you 
look on the editorial page or the page 
containing the table of contents in prac- 
tically every leading farm paper, you 
will find a statement to the effect that 
the publisher of that paper guarantees 
the advertising appearing in it. In other 
words, if any product advertised in stich 
publications is not satisfactory and the 
manufacturer will not make it good, the 
magazine publisher will—BUT that ad- 
vertiser won’t get his story back into 
that magazine again. That means that 
the advertiser must make a good pro- 
duct and he must advertise it honestly. 

Woman’s World, a paper circulating 


iets that retail merchant 


largely among farm and small town 
women, recently made a survey of its 
readers to discover what brands of 
household articles they owned. A\l- 
though a large number of brands were 
mentioned by the readers, in every case 
it was found that the one or two brands 
that were advertised in a big way were 
the ones most frequently owned in those 
farm homes. Of 36 brands of hot air 
furnaces mentioned, Holland and Round 
Oak were mentioned many more times 
than any of the, other 34 brands. Of 54 
brands of oil stoves, Perfection was way 
in the lead. When it came to phono- 
graphs, there were 73 names mentioned 
with Victor so far ahead that you could 
hardly see the others. Edison, Colum- 
bia, and Brunswick were the next three 
in order named. These four phono- 
graphs are probably the best advertised 
in America. In the same way Hoosier 
kitchen cabinets, Thor, A. B. C. and 
Eden washing machines, Hoover va- 
cuum sweeper, and Eastman  kodaks 
were found in the great majority of 
homes using items of that particular 
class. 
_ Feed Advertising Results 

Coming closer to your own interest, 
Better Homes & Gardens some time 
ago made a survey of the poultry feed 
situation and the Dairy Farmer a sur- 
vey of the feed used by their subscrib- 
ers. The survey showed that- 35 per 
cent of the poultry feeders who sub- 
scribe to Better Homes & Gardens fed 
one prominently advertised line of feed, 
whereas the next nearest competitor sup- 
plied less than 15 per cent of the subscri- 
bers who fed ready mixed feeds, and 
other feed manufacturers varied from 8 
per cent to 2 per cent. Aparently those 
back yard poultry raisers prefer to buy 


_a product which is advertised in a na- 


tional way. So, too, 24 per cent of the 
Dairy Farmer readers chose one adver- 
tised line, whereas the next nearest com- 
petitor fed only about 12 per cent of 
those dairymen’s cattle and the rest of 
the business was divided up among 48 
other feed manufacturers. When it is 
seen that the feeders themselves are so 
strong for advertised products, it is 
surely an advantage to the retail feed 
dealer to handle those products. 

A business association sent out a ques- 
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tionnaire on advertising and the returns 
showed that 87 out of every 100 people 
prefer an advertised product to a non- 
advertised. Only two stated that they 
prefer to buy a non-advertised product. 
(Ten didn’t answer.) Again the editor 
and publisher of an advertising maga- 
zine made a tést among a large number 
of women and found that 73 per cent 
were willing to state that they had con- 
fidence in advertising. Only 10 per cent . 
said they had no confidence in adver- 
tising. 
Advertising Lowers Cost 

I have talked to feed dealers who have 
told me, “I am perfectly willing to 
spend a little money advertising your 
line of feed here in my local paper, but 
I can’t see the tremendous expense of 
running that two or three color stuff in 
the farm papers.” Here is an interest- 
ing thing that I found out just the other 
day. In an average middle west coun- 
ty, it was found that there was a month- 
ly circulation of 3,067 copies of national 
magazines containing advertisements of 
a leading advertised brand of ready 
mixed feed. In figuring up I found that 
had this company wanted to run adver- 
tisements in the newspaper to reach the 
same number of people with the same 
space, it would have cost them $16, 
whereas it only cost $6.50 to reach those 
folks through the national publications. 

Of course, this doesn’t mean ‘that the 
local dealer should do no local adver- 
tising. He should do advertising to tie 
up with the line he is handling. To 
quote our salesmanager friend again, “In 
the national ads my firm tells what our 
line of feeds is. In the local ads, the 
dealer tells the feeders that he has them 
in his store. Our firm certainly does 
believe in local advertising for we sup- 
ply our dealers with electrotypes to use 
in local papers and at the same time of- 
fer them free of charge extensive direct 
mail campaigns.” 

How Folks Judge Merchants 

“When you go into a grocery store 
and the man offers you a can of Camp- 
bell soup or Heinz baked beans or Del 
Monte fruit, you accept: it without ques- 
tion. You think he is a pretty live sort 
of a merchant to handle these well ad- 
vertised lines. It is the same way with 
a feed merchant. Super-Excellent Feed 
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may be good as far as it goes, but the 
feeders who have never heard of it will 
hesitate to buy it. 

In the long run, advertising lowers the 
cost of a commodity. That’s natural, 
though. Through advertising the dis- 
tribution is increased. It is always 
cheaper to make a large quantity of any 
product than it is a small quantity, so 
the increased distribution ultimately 
lowers costs. Take the Welch grape 
juice people, for instance. Years ago 
they bought grapes at $10 a ton and 
sold grape: juice to the grocers for 
$10 a case. Today, after years of adver- 
tising, they have a much greater dis- 
tribution than ever before. They are 


buying grapes at $50 to $60 a ton, but 
selling the grape juice to the grocers at 
$5.00 a case. (Local and seasonal varia- 
tions, of course.) That’s just one of 
many cases which might be cited to 
show the real dollar and cents value of 
national advertising to the local dealer. 

The keen feed merchant is the one 
who uses this advertising to help in- 
crease his sales. For one thing, good 


merchandisers among the manufacturers 
make it possible to do this. They sup- 
ply him with reprints of ads. One com- 
pany, runs one of its national ads on the 
back cover of its merchandising maga- 
zine each month. This company also 
uses the same idea used in the national 


—and, Now 


INTERNATIONAL 


& 


Health Turkey Rations 


W hat it means to dealers 


International Dealers are making money on the 
complete line of scientifically balanced Interna- 
tional feeds for all farm animals and poultry. If 
you are interested in doing a bigger feed busi- 
ness, write for our dealer plan. 


INTERNATIONAL 


Health Poultry Mashes_ 


INTERNATIONAL SUGAR FEED CO., 
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advertising in local newspaper ads, di- 
rect mail, posters, circulars, etc., thus 
giving several impressions of the same 
idea and making them stick. It is a 
good idea for the dealer to subscribe to 
some of the publications in which his 
feed is being advertised and carry them 
with him when he goes out to the 
farms to sell. He will also display the 
advertising in his store and window so 
that people who see the ad in their own 
papers get an extra impression when 
they come down to the store. 

The dealer who will make general 
advertising work for him in this way, 
will find that his local advertising will 
pay him a whole lot better than if he 
tried to get along without its help. 


W. E. STALY, Webster City, Ia., has 
purchased the Webster Coal & Feed 
Co., from B. B. Stuff. 


JOHN BAILEY, Beaver Dams, N. 
Y., has purchased the feed and imple- 
ment business formerly operated by 
Hall & Crowe at Dundee, N. Y. The 
new owner took possession on January 
1, moving to Dundee to reside. 


SAWDUST FEED 

Turning sawdust into cattle feed, like 
a magician producing candy from a bowl 
of water, is reported to be possible 
through a chemical process invented by 
Howard F. Weiss, treasurer of the Bur- 
gess Laboratories, Inc., Madison, Wis. 
Mr. Weiss reports that the general prin- 
ciple of the process is an acid treatment 
of wood to change cellulose elements of 
the wood to sugar. The treated sawdust 
has been mixed with other feed substan- 
ces and fed to cattle. A patent has 
been obtained by Mr. Weiss, who has 
made arrangement with the Wood Con- 
version Co., Cloquet, Minn., to manu- 
facture the cattle feed. 


WISCONSIN FEED CROP 

The value of feed crops in Wiscon- 
sin is about the same now as a year 
ago, according to an announcement by 
Walter H. Ebeling, statistician of the 
state and federal agricultural depart- 
ments. An increased production of grain 
has been balanced by a smaller produc- 
tion of tame hay. Corn, oats and barley 
are more abundant than they were a 
year ago, but hay, rye and wheat are 
less plentiful. 

“The final estimate of corn production 
for the year indicates an increase over 
last year of nearly 23,000,000 bushels,” 
he stated. “The increase in oats is over 
15,000,000 bushels, and in barley over 9,- 
500,000 bushels. Hay, however, is about 
870,000 tons below last year for the 
state. In addition, the quality of hay 
this year was not up to last year’s stan- 
dards in many sections.” 


Feed Store Is Ideal Headquarters 
For Poultry Equipment 


Sideline Enables Dealers to Help Customers Raise Bigger Flocks 
Furnishes Added Trade Attraction; Makes Opening for Other Sales 


quarters for modern poultry 
equipment. The growing de- 
mand for this line justifies vigorous ef- 
fort on the dealer’s part to lead this pro- 
fitable business to his store. Fall and 
winter is a good time to establish a pro- 
fitable trade in, poultry supplies, and the 
dealer should plan his sales campaigns 
accordingly. The right way to secure 
this profitable trade is to antici- 
pate the equipment as well as 
the feed needs of poultrymen and 
feature a well assorted stock of 
feeders, fountains, sanitary nests, 
etc. 


Ts feed store is the logical head- 


Helps Feed Sales 

Greater profits from poultry are 
largely dependent upon the use of ges 
modern equipment and successful 
poultrymen know that sanitary & 
methods of feeding and watering % 
fowls are essential to healthy, pay- 
ing flocks. When  poultrymen 
arrive at the feed store in search of bal- 
anced rations for their flocks, it is easy 
to interest them in up-to-date equip- 
ment. A line of poultry supplies doesn’t 
interfere with the sale of feed. On the 
other hand, it has a favorable effect on 
sales, due to the new customers who are 
attracted by the displays. 

A stock of poultry equipment doesn’t 
occupy a great deal of floor space. It is 
desirable to reserve space in the front of 
the store for this {re. Keep in mind 
the fact that convcinent stock arrange- 
ment is a major factor in boosting turn- 
over. The smaller articles, including 
sanitary hen’s nests, chick feeders, grit 
boxes, small fountains, egg cartons, leg 
bands, etc., may be displayed to advan- 
tage on racks, tables or counters. A 
number of small feeders, fountains, etc., 
may be grouped together. 

Show Complete Stock 

Big capacity dry mash feeders, large 
drinking fountains, sectional metal trap 
nests, oats sprouters, etc., may be ar- 
ranged on the floor near the display of 
small articles. The main essential in ar- 


ranging the stock is to show its com-. 


pleteness, and invite customers to in- 
spect the practical features of articles 
which interest them. It is helpful to at- 
tach price tags to the articles on dis- 
play. 

Modern poultry supplies are well 


adapted for display in the show window. 
A distinctive trim which features foun- 
tains, feeders, nests, etc., will cause 
poultrymen to pause and investigate the 
merits of the merchandise. 

Neat displays in the store and in the 


Cut of the above illustration of White 
Pekin ducks may be obtained from The Feed 
Bag for $1.00. Dontere will find it helpful in 
their advertising. 
show window are of greatest value when 
used in combination with newspaper ad- 
vertising. It pays to review the merits 
of modern fountains, feeders, sanitary 
nests, etc., for the benefit of prospective 
customers and local newspapers will 
carry your messages to live prospects. 
Direct-by-mail. publicity is also of prac- 
tical value for accelerating the demand 
for poultry supplies. Make a point of 
interesting general farmers who keep 
poultry as a side line; they are ready 
buyers of fountains, feeders, nests, etc., 
when their attention is directed to the 
value of the equipment. It pays to ad- 
vertise with the view of winning the at- 
tention of everyone in your territory 
who keeps chickens. 

A helpful factor in selling this line is 
to have an accurate idea of the special 
merits of each article. Take modern 
poultry feeders, for instance. Outstand- 
ing arguments in their favor include 
their ability to check waste, permit all 
the chickens to receive their share of 
feed, and prevent germ-laden refuse 
from becoming mixed with the feeding 
ration. The sanitary feature is a major 
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aid in combatting poultry ailments, such 
as worms and contagious diseases. Mod- 
ern feeders are automatic in their opera- 
tion; this fact wins the favorable atten- 
tion of poultrymen who seek equipment 
which saves time and labor. 

Boost Poultryman’s Profits 

It pays to feature small hopper feed- 
ers for customers who keep small flocks, 
as well as the larger sizes for prospects 
who keep several hundred chick- 
ens. A well assorted stock is the 
dealer’s best asset for winning 
patronage. 

When preparing advertising 
4 copy, or discussing the equipment 
¥, with prospects, emphasize the fact 
that sanitary feeders are decided- 
7 ly helpful for boosting poultry 
/ profits. 

Drinking fountains become best 
sellers when their merits are dem- 
onstrated to prospects. Non-freez- 
ing fountains are cold weather 

boosters. The- prospect who 
familiar with the benefits of 
supplying fowls with warm water in 
winter should be reminded of the in- 
creased egg production and _ healthier 
fowls which result from the use of a 
non-freezing fountain. The fact that 
modern fountains require little attention 
wins orders from busy people who seek 
equipment which conserves their time. 

Many Necessary Items 

Grit boxes are valuable leaders for 
stimulating trade as everyone who keeps 
poultry needs these inexpensive articles. 
When chickens are confined during cold 
weather, it is especially desirable to pro- 
vide sand, powdered. charcoal and oyster 
shell int grit boxes. The grit box pre- 
vents waste, and keeps a supply of 
coarse material before the fowls at all 
times. 

Egg cartons for local delivery, egg 
carriers for parcel post delivery, poultry 
shipping coops, feed coops, etc. are 
practical supplies which should be 
pushed to the front. A varied stock en- 
ables the dealer to profit from repeat 
orders. 

» Sanitary hens’ nests deserve special 
attention, on the dealer’s part for they 
readily become best sellers when their 
value for eliminating vermin and insur- 
ing clean eggs is pointed out to prospec- 
tive customers. Both sanitary wire nests 
and sectional trap nests are in demand 


trade 
isn’t 
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by poultrymen. A _ successful way to 
boost the demand for trap nests is to ex- 
plain the advantages of culling out poor 
layers, so the winter flock will pay its 
way. Show prospective customers that 
the metal trap nest will assist them to 
breed only heavy producing hens. The 
modern metal trap nest is inexpensive, 
and is so superior to obsolete devices 
that it readily wins the favorable atten- 
tion of poultrymen. 


HARLAND FLOUR & FEED CO., 
Minneapolis, has purchased the Lanes- 
boro roller mill, Lanesboro, Minn., from 
Winslow & Tomkins. A feed mill has 
been installed. 


ONE ROBBER FOILED 


Mrs. Gevern Whiteman had an un-. 


pleasant experience while she was wait- 
ing for her husband recently just after 
he had closed his feed mill at Lawtons, 
N. Y. A man jumped from behind a 
tree while Mrs. Whiteman was walking 
toward the village post office, siezed her 
purse and escaped before Mr. Whiteman 
and other nearby pedestrians could aid 
her. It is believed the man thought 
Mrs. Whiteman had the day’s receipts 
of the mill in her possession, as it often 
was her custom to take them to their 
home, but fortunately the cash had been 
banked just before the close of business. 


dealers. 


SELL MORE 


By Selling Pride 0’ Wisconsin 
Day OLp PuLLETS—Day OLD CHICKS 


Now represented by more than 100 - 
Wisconsin distributors, mostly feed 
We make a 100% sex guar- 
antee and guarantee 100% live de- 
livery. Learn how other feed deal- 
ers have doubled their feed sales 
through this plan! 


WRITE FOR FURTHER INFORMATION 


WISCONSIN HATCHERY, Inc., MADISON, WIS. 


WISCONSIN’S LARGEST HATCHERY 


FEED 


BADGER 
1865 = 


HOME OF 


BRAND SEEDS 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 


1929 
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Buffalo. Trade Condemns 
Garber Wheat Bill 


Buffalo feed jobbers, mixers and deal- 
ers are outspoken in their condemna- 
tion of the bill which Representative M. 
C. Garber, of Oklahoma, has presented 
to Congress, which would confine ship- 
ments under the Cuban preferential 
tariff to flour and feed manufactured 
from American wheat. 

Buffalo mills now devote about 40 per 
cent of their total capacity to grinding 
Canadian wheat in bond. They would 
lose this business if the milling in bond 
privilege should be revoked, the feed 
men say. The feed business thus lost 
would go to Canadian mills, which 
would be the only persons in the East, 
at least, to profit by such an act, the 
Buffalo trade leaders claim. 

Western mills could not compete 
against the Canadian feed producers, it 
is claimed at Buffalo, and could not 
hope to benefit by sales of by-products 
in the East, while the big Buffalo mills 
and the feed trade which has been de- 
veloped there would suffer tremendous- 
ly, according to a concensus of the trade 
leaders, as gathered by a representative 
of The Feed Bag. It is believed by the 
Buffalo men that the bill is so radical 
and its effects so manifestly unfair to 
the eastern milling industry that it has 
no chance of becoming a law in its 
present form. It will, however, be op- 
posed to the utmost by the mills at and 
near Buffalo. 


M. H. SPRUGEON, Webster City, 
Ia., has purchased the feed business of 
W. R. Rock, Ote, Ia. . 


SWEET PRINCESS NEWS is the 
new publication of Maney Bros. Mill 
& Elevator Co., Minneapolis. W. A. 
Maney is presiden— of the company. 


A.-C. BOLTING MACHINES 
Allis-Chalmers Manufacturing Co., 
Milwaukee, has just published a new 
bulletin, “Bolting Machines,’ which 


, containg illustrations, descriptions, ta- 


bles of dimensions, weights, etc., of Allis 
perfection sifters, Nordyke square sift- 
ers, Nordyke plane bolters, Reliance 
purifiers, Nordyke purifiers, Nordyke 
centrifugal aspirators, Allis reliance 
bran and shorts dusters, Nordyke up- 
right bran and shorts dusters, Nordyke 
horizontal bran and shorts dusters, Allis 
centrifugal reels, Nordyke differential 
reels, also Allis and Nordyke round 
reels, together with a list of parts of 
all machines. The bulletin also gives 
a list of the principal products of the 
company, as well as a complete list of 
the district and foreign offices. It will 
be sent to anyone interested. 
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Southern Pennsylvania Merchants 


Hold Enthusiastic Meeting 


Howard Simpson, Secretary, Gives Talk on Credits and Collections 
Miller, Stannard, Martin, Girard Speak; Many New Members Present 


ITH an attendance of over 100 

the Southeastern Pennsylvania 

Feed Merchants association en- 
joyed one of the most successful meet- 
ings in its history at Norristown, De- 
cember 12. 

The meeting was opened at 2 p. m. in 
the Valley Forge hotel, with President 
Albert J. Thompson, Wycombe, Pa., in 
charge. Secretary Howard Simpson, 
Simpson, Bros., Norristown, Pa., and 
Treasurer M. E. Diefenderfer, Bechtels- 
ville, Pa., were busy handling the new 
members, who crowded around their 
desk. Following the usual routine busi- 
ness and a report by the president sev- 
eral members were called on for re- 
ports on special subjects previously as- 
signed. 

Secretary Simpson gave an interesting 
talk on “Collection and _ Protection 
Agencies,” in which he exposed the 
methods used by unscrupulous promo- 
ters to fleece feed dealers, and other 
merchants. He said in part: 

Collection Agencies Worth 

“We will always have collection 
agencies as long as we extend credit. 
My own experience with agencies has 
cost me more than I have received. This 
does not mean that there are not honest 
agencies, but it does mean that many 
of them are not honest and many of the 
honest ones are no more successful in 
collecting than I am myself. The most 
successful system I have tried is a four 
letter plan, each letten being firmer than 
its predecessor. Usually the fourth let- 
ter is not needed.” 

Ralph Miller, Collegeville, Pa., who 
tackled the same subject, digressed long 
enough to explain how the officers 
handled the activities of the association 
and gave an impassioned plea for the 
wholehearted support of all of the mem- 
bers: 

Making Memberships Pay 

“IT am a good donkey, I guess,’ he 
remarked, “because I get a great kick 
out of this association and its meetings. 
I have saved enough money from ideas 
I have picked up at these meetings to 
pay my dues if I live to be as old as 
Methuselah. The ideas are of no value 
unless we work them and I am here to 
tell you they can be worked because I 
have done it.” 

He said the best way to avoid col- 
lection agency sharkers was to avoid 


extending credit. “If that is impos- 
sible,” he said, “as seems to be the case 
where I am located, then I would re- 
commend that you carefully investigate 
every applicant for credit. Find out 
what property is owned by the appli- 
cant and whether it is in his name or 
his wife’s name. 
Charges for Deliveries 

“Getting back to things I have 
learned at the association meetings,” 
Mr. Miller remarked with a smile, “I 
recall that it was not long.ago I found 
out how to sell bags to my customers 
instead of buying them at 4 or 5 cents 
apiece. A couple of years ago I heard 
one of our members speak on the im- 
portance of systematizing insurance and 
went home and put his ideas into prac- 
tice. Not long afterward one of our 
trucks was in a smash-up and it would 
have cost me $3,000 if I had not heeded 
the advice I had heard. 

“We used.to deliver free, and gave 
little thought to costs until a year ago 
someone at our meeting showed us that 
it cost about 23 cents per mile to oper- 
ate a truck. I sharpened my pencil and 
found that he was right. Now we charge 
for deliveries and even the farmers are 
better satisfied. Our delivery charges 
add $5.00 to $8.00 per day which we had 
overlooked for years. 

Secretary Stannard Talks 

“IT could tell you many other short 

cuts and money and time saving plans 


we have adopted and all of them I 


learned at these mectings. I believe a 
wide awake dealer gets a larger return 
from his investment in association dues 


than from any other source.” 

W. A. Stannard, Albany, N. Y., sec- 
retary of the Eastern federation of 
Feed Merchants, spoke at the evening 
session on “A Menaber’s Responsibility 
to His Association.” 

During the dinner which was enjoyed 
in the Valley Forge hotel ballroom, 
Warren Gulick, Perkasie, Pa., again dis- 
played his versatility by leading the 
singing. Walter Reiff, a feed man, ac- 
companied at the piano. John Lincoln 
acted as toastmaster and kept the deal- 
ers in an uproar with his witty stories. 

Banquet Program Interesting 

Fred Greaser, secretary of the Phila- 
delphia Rotary club, gave an address on 
“Stephen Girard,-Merchant and Patriot” 
that was as interesting as it was un- 
usual. He traced the important epis- 
odes in the life of a man whose memory 
is sacred to the people of Pennsylvania. 

Dr. J. P. Martin, of Beaver college, 
challenged his audience to assume the 
position of leadership which they nat- 
urally possessed in their communities. 
“You men are looked to as leaders in 
the business communities where you 
live,” he said. “But your leadership 
will not be complete unless you enter 
wholeheartedly into civic activities and 
into the trade organizations, such as 
your feed association.” 

Several clever entertainers filled in be- 
tween courses and after the speaking. 

A membership drive which was 
started a month ago will be cdéntinued 
until the annual meeting in the summer 
when it is expected that all of the larger 
dealers will be enrolled. 


East Aurora Dealers Praise 


Cash Basis 


D. DITZLER, active secretary of 
the Mutual’ Millers & Feed Deai- 
® ers association, reports that the 


_retail dealers in the vicinity of East 


Aurora and Alden, N. Y., recently held 
an interesting meeting at the Roycroft 
inn, East Aurora. 

Several dealers in the neighborhood of 
Alden have held regular monthly meet- 
ings for the past year or more and as 
a result recently put their businesses on 
a strictly cash basis. Many interesting 
stories about the transition to a cash 
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at Meeting 


basis were told at the meeting. 

Frank Young, Alden, N. Y., has been 
one of the leaders in the cash plan and 
he has outlined the reasons why he 


changed. “I have had plenty of exper- 
ience with credit,” he told the other 
dealers, “and I am convinced after the 


brief experiment we have had with cash 
that we should have adopted the cash 
plan long ago.” 

There was a lively discussion of the 
subject and the prediction was made by 
many who attended that other dealers 
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would soon abandon the credit idea. The 
friendly spirit that pervaded the meeting 
gave assurance that others would follow. 


HERBERT CONFIELD, Clark, 
Wis., has opened a new feed mill and is 
prepared to do grinding and mixing. 


HENRY P. WERNER, president of 
the Hecker- H. O. Co., spoke at a two 
day sales conference of that organiza- 
tion in Buffalo, December 21 and 22. 
The eastern sales force of the company 
was present in a body, inspecting the 
Buffalo plant and ‘hearing various ex- 


ecutives outline merchandising plans for 
1929. 


Erie, Crawford County Dealers 
Considering Cash Basis 


ANY who attended the meeting 
M of the Erie and Crawford coun- 

ty dealers at, Cambridge 
Springs, Pennsylvania, December 13, are 
making plans to discontinue credits and 
to put their businesses on a strictly cash 
basis. 

Thirty-five dealers sat down to dinner 
at the famous Hotel Bartlett, and 
Charles Zortman, manager of the Edin- 
boro Co-operative association, Edinboro, 
Pa., lost no time in explaining: that the 


IN EVERY LIVE DEALER’S STOCK 


NEW YORK 


One Ingredient of 
a Prosperous New Year 


If your mill is one of those huge establishments 
which send feed into every State of the Union, or 


If it is a smaller plant which intensively covers its 
immediate territory with a good product, or 


If it’s no mill at all—but a retail feed store selling 
straight and mixed feeds to the farmers— 


Regardless— 


DIAMOND CORN GLUTEN MEAL 
ts a profitable feed for you to handle 


As the big protein ingredient of mixed rations—and as sold to the 
farmer’ in original bags for home mixing—Diamond has been 
making profits for dairymen, dealers and mixers for 35 years. 


CORN PRODUCTS REFINING COMPANY 


Manufacturers, also, of 


BUFFALO CORN GLUTEN FEED 


AND EVERY GOOD DAIRY RATION 


CHICAGO 
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sole purpose of the meeting was to con- 
sider the advisability of all dealers 
adopting a cash basis. 

J. D. Ditzler, secretary of the Mutual 
Millers & Feed Dealers association, 
gave an informal talk on his observa- 
tions of the cash plan as it operates in 
the territory he covers. J. W. Johnson, 
Albion, Pa., who is doing business on a 
strictly cash basis, told the dealers that 
he was “sold to the proposition and 
could heartily recommend it.” The dis- 
cussion that followed the talks indicated 
that interest in the cash idea was run- 
ning high. 

While no definite action was taken at 
the meeting, the dealers agreed to 
adopt the cash plan if all of the other 
dealers in the section could be brought 
into line. 

“Without question many of the deal- 
ers who attended the meeting will soon 
go on a cash basis,” said Mr. Ditzler. 
“It will not take much urging to swing 
the majority of the dealers in Erie and 
Crawford counties into the cash col- 
umn.” 

A meeting will be held at Meadville, 
Pa., early this year to organize an Erie 
and Crawford county feed dealers’ club. 


WHEAT KING DIES 

James A. Patten, multi-millionaire 
wheat operator, died of bronchial pneu- 
monia Saturday, December 8. He was 
76 years old and until his last illness 
maintained a lively interest in the world 
of trade. He was known as the “Wheat 
King” because he had supposedly cor- 
nered the wheat market in 1909. Patten 
allowed the legend to persist for many 
years, and then denied that it was true. 


SHEEP RAISING PROGRAM 

Wisconsin, known widely for its flocks 
of breeding sheep and famed in packing 
centers for its extensive lamb feeding 
operations, is formulating’ a program to 
further encourage sheep raising in the 
state. The program includes the estab- 
lishment of a farm flock at the agricul- 
tural college, conducting sheep feeding 
trials at the agricultural experiment sta- 
tion, holding of a sheep day during Far- 
mers’ week, the stimulation among farm 
flock owners of simple methods of cost 
recording, the encouragement of a lar- 
ger number of boys and girls to join 
lamb and sheep clubs, sheep tours with- 
in counties to the farms of successful 
growers, the holding of demonstrations 
on cost accounting farms and the organ- 
ization of a gold medal lamb contest. 
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Good Displays Help You Sell Feed 
Try These Practical Ideas 


Devices Illustrated Here Attract Customer's Eye to Product 
May Be Supplemented With Manufacturer's Poster Advertising 


well displayed is already half sold.” 
It is altogether unlikely that this 
someone knew anything about the retail 
flour and feed business, still effective and 
well arranged displays certainly help 
sales. : 
Rather hard things to display, you'll 
say. True, and ag their bulk constitutes 
one of the drawbacks, let’s first consider 
the showing of them by means of small 
type samples drawn from the different 
bins and bags. 
Office Display Case 

Perhaps your office is so situated that 
customers pay their bills over a counter. 
If such is the case, an office. display 
works particularly well. 

Have your local tinsmith make up 16 
tins, say 4” square and 4” deep, using 
light galvanized iron for the purpose. A 
wooden box should then be made, not 
too clumsy looking, 17” square and 2” 
deep inside. This will just take all the 
tins nicely, four square and without 
crowding. On one of the inner sides of 
each tin have a strip soldered in such a 
way as to allow a small square of card- 
board or stiff paper to slip in. This 
should have either typed or written on 
it the name of the product, the price and 
any other necessary information. 

Sticking up about 2” above the tops 
of the tins, these cards show up nicely 
and the boxes when filled with samples 
of the different feeds, form an effective 
display. 

We'll suppose a customer is in paying 
his account or inquiring about a certain 
feed. It is an easy matter to pull over 
the wooden tray, point out a particular 
sample and explain its merits. 

Needless to say, samples should be 
changed from time to time, especially 
those of a bulky nature which are so apt 
to become webby during the warm 
months. All exhibits should be true 
type samples drawn from regular bags 
and bins and it might be well to have a 
large card on the tray stating this. 

To Hold Glass Vials 

Small glass vials which can be bought 
cheaply from certain firms, form a good 
display and the best: way to show these, 
outside of the expensive sample cases, is 
to have correct size holes, say a dozen, 
bored in a piece of wood. The vials are 
set upright in these. 

Common sealers or fruit jars may also 
be used and with either these or the 


wet has said, “An article 


‘etc., typed on. 
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Side view of sample boxes en- 
closed in a wooden case 17" 
square and 2" high. These 
boxes, made of tin witha small 
card stating the price, aid ma- 
terially in increasing feed sales. 
Sixteen different samples of 
feed are displayed with this 
type of case. 


A piece of soft 
wood, cut like a 
paddle, is 
economical yet — 

effective help in ne 
pricing and ex- 
plaining your 
products. 


10 Prot. 


100 (bs ner 


= 


View of open sack showing 
use of paddle si to 
help feed display. 


a 


Top view of sample box dis- 
play case. 


Side view of glass tube display board 


for showing small samples of 
feed ingredients. 


Top view of glass tube display board. 


vials a label should be stuck on the 
glass giving information with regard to 
the contents. 

The only drawback I see to corked or 
sealed containers, and one cannot deny 
they keep the contents in good shape, is 
that the customer usually likes to finger 
the feed and this is more easily done 
from a small box than by opening a 
container. 

An odd corner which is not used for 
any other purpose can often be made 
to bear its portion of overhead. Have 
your carpenter make up a set of open 
steps as large as the space will take 
nicely. Using heavy 25-pound paper 
sacks cut off the upper half and fill these 
with the different feeds. Pencil the 
name and price on the front, using a 
soft pencil in order that the figures may 
be changed when necessary. 

These sacks set on the steps of the 
stand show customers the different lines 
you’re carrying. 

Thin boards can be made up of cedar 
or other light wood, wedge shaped and 
bearing a slip of paper with the price, 
Sacks of the different 
feeds can be opened, the tops rolled 
down, and these stickers put in. Small 
orders can also be filled from these 
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sacks, the men being instructed to roll 
down the top. again when through and 
to replace the boards in the correct sack. 

Prices on all displays should be 
changed promptly when necessary, as 
old and low prices are inevitably dis- 
covered by customers who will expect 
to buy at the low figure. 

Rémember in all your displays, the 
average person, whether it be a man 
buying a car or a farmer purchasing 
feed, dislikes to ask the price of an ar- 
ticle displayed and would far rather read 
it from the samples. 

Use Manufacturers’ Posters 

Attractive posters and literature will 
add to the effectiveness of the displays 
and you'll find the manufacturers of the 
different feeds and products only too 
glad to provide you with suitable adver- 
tising. 

Some stores are fortunate enough to 
have a window which can be dressed 
and such a place is excellent to show 
those things which cannot well be dis- 
played inside. 

Such a window will be changed from 
time to time by the aggressive feed deal- 
er for, after all, the general public forms 
their opinion of your business from the 
outside. 
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ASK 


for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


SSS 


CORNO 
Hygrade Oatfeed | 


11.0 Protein 

19.0 Fibre 
Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 

(7% Fat) 

Unground Oat Hulls 
Reground Oat Hulls 
Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


| . THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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COSHOCTON MILLING’ CO.,, 
Coshocton, Ohio, has purchased the 
plant of the Hanley Milling Co., and 
placed Chas. E. Oliver in charge. 


HENRY HENN, Pleasant Plains, 
Ill., has purchased the Murray elevator 
and is installing new equipment. 


HIGHT & CLINE, Decatur, IIL, 
have recently incorporated and will op- 
erate under the firm name, Hight & 
Cline Grain Corp. 


ham, Ia., has built an addition to its 
feed warehouse. 


purposes. 


Watertown, 
FARMERS ELEVATOR CO., Earl- 


Vast Quantities of 


Scabby or Rusty Barley 


are to be had at low prices. 


CHAS. BONGES, Ottawa, IIL, has 
purchased the South Ottawa Co-op. 
Grain & Supply Co. The business will 
be conducted under the firm name of 
Bonges Grain & Supply Co. 


LEIGH V. TANNER, treasurer of 
the Little Falls Milling & Mercantile 
Co., Little Falls, Minn., was killed re- 
cently when his automobile was struck 
by a grading machine. 


WATERTOWN CO-OP. ASS’N., 
Mich., recently purchased 
the Paul Billings kay warehouse at San- 
dusky, Mich., and converted it into a 
feed mill. 


Use a Special UJ REK A? Barley Scourer 


By first applying a certain solution to 
this infected grain and then giving it a 
vigorous mechanical scrubbing, scabby 
barley can be made quite fit for feeding 
Appearance 
100%, empty hulls are removed and 
weight per bushel is increased. 


is improved 


Ask for Advance Sheet No. 10-F 


S. HOWES CO., INC, 


Invincible Grain Cleaner Co. 
SILVER CREEK, N. Y. 


*“*Eureka’’ — ‘‘Invincible’’ Grain Cleaning Machinery 
> European Branch: 64 Mark Lane, London, E. C. 3, England. 
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When Do You Cease to Make Money 
On a Credit Customerr 


Accounts on Your Books Have Definite Profit Vanishing Point 
Formula In This Article Explains Easy Way to Prevent Losses 


F those questions a feed dealer, 
O considering a credit application, 

puts to himself, “Can he pay?” 
usually comes first. Then follows, 
“Will he pay,” and, “Can he be made 
to pay?” Facts of character, resources, 
and credit record point the answers. 

There is another question which in 
profitable extension of credit must be 
judged, and allowed to affect the deal- 
er’s decision. This is, “When will he 
pay?” 

Slow Pay Robs Profits 

When a feed dealer succeeds in col- 
lecting accounts six months after the 
goods were delivered, he needs no fig- 
ures to tell him that unless the profit 
margin was extremely wide, he has lost 
money on the account. He has lost the 
interest on the amount for several 
months. Each month, collection effort 
has been extended adding other expense. 

On the other hand, this feed dealer 
can think of another charge account 
buyer who invariably pays when account 
is due. He has reflected what a wonder- 
ful thing credit would be if all his cus- 
tomers were like this one! 

Profit Vanishing Point 

So, clearly, when the customer pays, 
and what it costs the feed dealer in col- 
lection expense, are intimately related to 
the cost of credit extension and the de- 
gree of profit present. The average per- 
iod a feed dealer can carry an uncol- 
Iccted account before the profit vanishes 
will vary from store to store, but it is a 
fact which can be determined. There 
should be regard for this period when 
credit is extended, and in collection poli- 
cies which are set up. 

A formula for ascertaining the profit 
vanishing point on accounts receivable 
has been originated by E. Gamlen, treas- 
urer of a large San Francisco store. An- 
nounced at the 1928 convention of the 
National Retail Credit association, the 
formula was acclaimed by many retail 
credit men to be an important step in 
the evolution of retail credit to a scien- 
tific and exact basis. 

What Collections Cost 

Under the Gamlen method, any feed 
dealer can determine his profit vanishing 
point, beginning first with a calculation 
of what it costs to “get in the money.” 
These are costs which follow once the 
charge sale has been posted to the Jed- 
ger account. The main items are inter- 


est on capital invested in accounts re- 
ceivable and losses by bad debts. The 
obvious collection costs, as payments to 
collectors and agencies, will be included, 
besides office expense such as postage, 
stationery, telephone, labor. An exact 
computation will include proportionate 
share of depreciation of equipment. All 
these costs will be: totalled for a period, 
ordinarily, of 30 days. 

Now let the feed dealer compute net 
profits contained in his accounts receiv- 
able apart from cost of getting in the 
money. This is the Gamlen formula, 
showing when the profit vanishing point 
will be reached: 

“The net profit on accounts receivable 
multiplied by the number of days in the 
period, and divided by the costs of get- 
ting in the money for the period, equals 
the profit vanishing point.” 

The formula can be computed on the 
basis of percentages, these being substi- 
tuted for amounts. Suppose net profit 
on accounts receivable is 4% per cent 
and cost of getting in the money is 1% 
per cent. The period is 30. The cal- 
culation shows us that the profit will 
vanish in 90 days. If a feed dealer’s 
average collection period under these 
conditions is 91 days, he is los’'ng money 
on his charge business. 

Profits Vs. Volume 

A favorable net profit figure and effi- 
ciency in making collections tend. to 
lengthen the period to profit vanishing 
point. One store, accordingly, can 
make money under charge account con- 
ditions which would involve a consid- 
erable loss for another. 


Every feed dealer granting credit 
should realize that profitableness of 
credit business, not volume, is the key 
consideration. Profits are insured init- 
ially by selecting customers. With aver- 
age high accuracy, it can be known, 
passing! on a credit application, how and 
when the customer will pay. In almost 
any community now, credit bureau facil- 
ities, obtainable at very low cost, will 
provide the necessary facts. 

Having regard for its profit vanishing 
point, the store can select the grade of 
credit customers which wi!l permit it to 
keep well within. Next, unprofitable 
customers can be discarded as they are 
learned. 

Some stores have learned to watch 
their proportion of credit business. 
There seems for every retail business to 
be a percentage which is right. Doing 
50 per cent charge, for example, there 
is credit efficiency—profits. Doing 55 
per cent, the profit largely is lost. There 
should be general understanding that 
the volume of credit business done has 
a very sensitive relation to profits from 
credit extension. 


And, of course, before the Gamlen 
method is applied, there should be re- 
gard for sound store finance. Extension 
of credit is seldom profitable when the 
investment in receivables prevents the 
store from taking discounts, and from 
merchandising aggressively on the ba- 
sis of an excellent stock. Sound store 
management will keep accounts receiv- 
able at all times to a figure permitting | 
efficiency in the fundamentals of store- 
keeping. 


Florida Dealer Markets Eggs 
To Aid Feed Sales 


AKING advantage of an oppor- 

i tunity is one of the reasons why 
R. F. Munday, proprietor of the 
Spartan Grain & Feed Co., Lakeland, 
Fla., is one of the most successful busi- 
ness men of his city. Foreseeing the 
collapse of a co-operative movement 
started in Polk county, to market the 
poultry products its 14 incorporated 
cities does not use, Mr. Munday rea- 
lized that opportunity was knocking at 
his door. There were other dealers who 
saw the same collapse and instead of 
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doing anything to stop the selling of the 
farmers’ flocks because there was no 
market for eggs, sat in their offices and 
wished that it had been otherwise, so 
they could have continued to sell more 
scratch feed. 

“Why not buy the eggs and thus sell 
the feed,” thought Mr. Munday, so he 
set about immediately securing a mar- 
ket that he could supply. This he read- 
ily found in Tampa, where buyers 
agreed to take a carload of eggs or bet- 
ter a week if they could be obtained -at 
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good prices. He returned to his store 
with this contract and advertised to the 
trade that he had solved their egg prob- 
lems for them. 

Mr. Munday advertised that he 
wanted eggs in whatever quantity poul- 
trymen had them for sale, whether one 
dozen or a 100 dozen at a time. He was 
prepared to handle all their output and 


to sell them feed at the same time. He 
did not imply, however, that it was ne- 
cessary for them to purchase his feed 
as he was paying the wholesale price for 
eggs and naturally expected this busi- 
ness to care for itself. The farmers, who 
were getting discouraged and had de- 
cided that poultry would not pay in 
Florida, as a result, are these days get- 


Use Less 


makes more money. 
because of its ability to do more grinding with less 


cost. Request details now. 


Grind More Feed— 


Make More Money! 


The Monarch BEARING 


To investigate it is to want it 


Box 318 Muncy, Pa. 


Chicago Office 9 So. Clinton St. 
Kansas City Office 612 New Eng. Bldg. 


Power = 


Use 


Attrition Mill 


Pneumatic 
Collector 


Will enable you to do more 
grinding or to cut down 
your power bills for your 
present capacity. 
It grinds as fine as 
any feeder desires 
feed ground, needs 
little attention, gives 
long service and 


ting down to business with a vengeance 
that Mr. Munday believes will revolu- 
tionize the poultry business in Polk 
county. 

The Spartan Grain & Feed Co. pays 
cash for all eggs at the, time brought in 
and poultrymen are not asked to take 
it out in groceries or some due bill 
which has no value except at one place. 
One poultryman reported that he had 
$90 in these due bills and as he raised 
most of what his family ate, he was at 
a loss what to do with them. He said 
these due bills would not pay feed bills 
and although he was pretty sure he was 
making money from his chickens he 
would a lot rather see his returns in the 
form of United States money. 

Mr. Munday received hardly 100 
dozen eggs the first week of his experi- 
ment but now is running over 500 dozen 
and expects soon to be getting 1,000 
dozen a week at the store alone. He 
has already found it necessary to pur- 
chase a truck to carry the eggs to Tam- 
pa and expects to put on another, which 
will be sent out through the country to 
pick up eggs at the farms and sell the 
farmers feed at their doors. He is mak- 
ing a county survey to determine the 
best routes for this business. 


B. H. COX, Tennant, Ia., has pur- 
chased the Farmers Grain & Mercantile 
Co. elevator. 


Expert Oat Huller 


HULLS AND SEPARATES COM- 
PLETE JOB ONE OPERATION 


Copectey 40 to 60 bus. Per Hour 

Only 5 H.P. Also hulls Barley; Speltz; 
cracks and grades Corn, Wheat, Millet, 
etc. Automatic sieve cleaner. 

No feed manufacturer or elevator should 
be without one. Write for particulars, 
samples, etc. 

Sales Representatives Wanted 


CLELAND MANUFACTURING CO,. 


Minneapolis, Minn. 


~ PURE MINNEAPOLIS FLOUR MIDDS. 


STD.MIDDS * EST. 1872 * 
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Bert Fenn, H.A. Hoops Win First Prize 


In Central Booster Contest 
Colby Porter, John Hull Awarded Second Place; Many Dealers Compete 


Association's Membership Increased 15 Per Cent as Result of Drive 


EMBERSHIP in the Central 
M Retail Feed association was in- 

creased 15 per cent as a result 
of the Booster contest which ended No- 
vember 15. 

Bert Fenn, Fenn & Meyer, Navarino, 
Wis., and H. A. Hoops, Black Creek, 
Wis., who worked together in the drive, 
won first place for obtaining the great- 
est number of new members. Second 
prize was awarded to another hard 
working duet, Colby Porter, C. S. Por- 
ter, Fox Lake, Wis., and John Hull, 
Markesan, Wis. 

Contest Is Success 

The contest was a success. All of the 
entrants enjoyed their work and the 
friendly competition for prizes. Whole- 
hearted thanks is extended to all who 
participated, by the officers of the as- 
sociation, and the dealers are to be com- 
plimented for their spirit in helping the 
organization to grow. With the increase 
in membership created} through their 
efforts, the Central Retail Feed associa- 
tion can accomplish even more for the 
feed industry in 1929 than it did during 
the past year. 

The Fenn & Hoops combination, 
winners of the first prize, will each re- 
ceive an Atlas car mover, manufactured 
by the Appleton Car Mover Co., Apple- 
ton, as their reward. This instrument 
has gained a reputation among feed and 
grain dealers for the ease with which it 
enables them to move and spot heavily 
loaded freight cars. In a recent test at 
Milwaukee a girl weighing 109 pounds 
easily moved two loaded cars coupled 
together. The association selected this 
award because they believed it would be 
useful to Mr. Fenn and Mr. Hoops in 
the conduct of their businesses, which 
are certainly thriving, if their aggres- 
siveness in getting new members is any 
‘indication. 

Thank New Members 

Car door bars, produced by the 
Strong-Scott Mfg. Co., Minneapolis, 
were awarded to Mr. Porter and Mr. 
Hull, the second prize winners. Both 
of these dealers may now bid goodbye 
to stubborn car doors that refuse to 
close, for the car door bar is guaranteed 
to do the job. This gift was also se- 
lected by the association because of its 
practical qualities. 

The Atlas car movers and Strong- 


Strong-Scott 
Car Door Bar 


Atlas Car 


Mover 


Scott car door bars were purchased 
from the manufacturers and given to 
the association to be offered as awards 
in the contest by Secretary Steenbergh. 
Mr. Steenbergh is managing editor of 
The Feed Bag and this publication first 
urged the organization of the Central 
Retail Feed association approximately 
three years ago. 

Officers of the Central Retail Feed as- 
sociation take this opportunity of wel- 


coming the new members into the or- 
ganization, and thanking them for their 
share in helping to make the Booster 
contest a success. All new members are 
entitled to a cut of the association’s em- 
blem, which may be used for letter- 
heads, and advertising literature, and 
which will be gladly sent on request 
from the office of David K. Steenbergh, 
secretary, 86 East Michigan street, Mil- 
waukee. 


New Year Promises Prosperity 
. For Feed Business 


ED dealers will have more coin 
F': jingle in their pockets during 

1929, according to.early business 
indications. Robust and youthful 1929 
makes its appearance with a smile of 
prosperity. 

The recently expired 1928 has been 
generous both to manufacturers and 
dealers in feeds. Letters to The Feed 
Bag indicate general prosperity and al- 
most certain hopes for continuation’ dur- 
ing the New Year. 

Feeding Season Late 

Dealers have one handicap to over- 
come—the late start of the feeding sea- 
son this winter. But this obstacle 
should be a challenge to all live dealers 
to work relatively harder in their terri- 
tory to build new accounts and increase 
old sales. Spring may provide a break 
if it prolongs its arrival, while Old Man 
Winter is making his exit. But dealers 
should not depend too strongly on this. 
The sure fire method is to crank the 
flivver, and spend every spare moment 
possible drumming up new business and 
increasing the old. 

Dairying, the basis of the prosperity 
of the feed industry, presents a rosy out- 
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look. There should be enough ready 
money and buying power among the 
farmers of your locality during 1929. 

The Dairy Farmer, national farm pub- 

lication, comments in an editorial: 
Dairying Prices Good 

“Dairying prices have been good. 
When we consider the margin be- 
tween feed costs and prices of dairy 
products, the profit for the dairyman 
has probably been greater during the 
past two years than ever before. The 
dairyman who has not fared well dur- 
ing this time has either been very un- 
fortunately located or he is the type of 
man who can never hope to be a success 
in the business under any conditions.” 

A bulletin released by the Bureau of 
Foreign and Domestic Commerce, 
Washington, D. C., gives further en- 
couragement: 

“The year 1928 closed with domestic 
business larger than ever before and 
with foreign trade in exceptional vol- 
ume,” it reads. “There is every indica- 
tion that the high levels of recent 
months will be carried into the New 
Year. The output of farm crops during 
1928 was about 5 per cent larger than 
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good prices. He returned to his store to sell them feed at the same time. He 
with this contract and advertised to the did not imply, however, that it was ne- 
trade that he had solved their egg prob- cessary for them to purchase his feed 
lems for them. as he was paying the wholesale price for 

Mr. Munday advertised that he eggs and naturally expected this busi- 
wanted eggs in whatever quantity poul- ness to care for itself. The farmers, who 
trymen had them for sale, whether one were getting discouraged and had de- 
dozen or a 100 dozen at a time. He was cided that poultry would not pay in 
prepared to handle all ther output and Florida, as a result, are these days get- 


Grind More Feed— 
Use Less Power— 
Make More Money! 


Use 


The Monarch san BEARING 
Attrition Mill 


Pneumatic 
Collector 


Will enable you to do more 
grinding or to cut down 
your power bills for your 
present capacity. 
It grinds as fine as 
any feeder desires 
feed ground, needs 
little attention, gives 
long service and 
makes more money. To investigate it is to want it 
because of its ability to do more grinding with less 
cost. Request details now. 


Box 318 Muncy, Pa. 


Chicago Office 9 So. Clinton St. 
Kansas City Office 612 New Eng. Bldg. 


ting down to business with a vengeance 
that Mr. Munday believes will revolu- 
tionize the poultry business in’ Polk 
county. 

The Spartan Grain & Feed Co. pays 
cash for all eggs at the, time brought in 
and poultrymen are not asked to take 
it out in groceries or some due bill 
which has no value except at one place. 
One poultryman reported that he had 
$90 in these due bills and as he raised 
most of what his family ate, he was at 
a loss what to do with them. He said 
these due bills would not pay feed bills 
and although he was pretty sure he was 
making money from his chickens he 
would a lot rather see his returns in the 
form of United States money. 

Mr. Munday received hardly 100 
dozen eggs the first week of his experi- 
ment but now is running over 500 dozen 
and expects soon to be getting 1,000 
dozen a week at the store alone. He 
has already found it necessary to pur- 
chase a truck to carry the eggs to Tam- 
pa and expects to put on another, which 
will be sent out through the country to 
pick up eggs at the farms and sell the 
farmers feed at their doors. He is mak- 
ing a county survey to determine the 
best routes for this business. 


B. H. COX, Tennant, Ia., has pur- 
chased the Farmers Grain & Mercantile 
Co. elevator. 


Expert Oat Huller 


HULLS AND SEPARATES COM- 
PLETE JOB ONE OPERATION 


Capacity 40 to 60 bus. Per Hour 
Only 5 H.P. Also hulls Barley; Speltz; 
cracks and grades Corn, Wheat, Millet, 
etc. Automatic sieve cleaner. 

No feed manufacturer or elevator should 
be without one. Write for particulars, 
samples, etc. 

Sales Representatives Wanted 


CLELAND MANUFACTURING CO,. 


Minneapolis, Minn. 


\Jalley Milling (to 


“PURE BRAN MINNEAPOLIS Fiour Mipps 


STD.MIDDS RED DOG 
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Bert Fenn, H.A. Hoops Win First Prize 
In Central Booster Contest 


Colby Porter, John Hull Awarded Second Place; Many Dealers Compete 


. . 
Association's 
EMBERSHIP in the Central 
Retail Feed association was in- 


J { creased 15 per cent as a result 


of the Booster contest which ended No- 
vember 15. 

Bert Fenn, Fenn & Meyer, Navarino, 
Wis., and H. A. Hoops, Black Creek, 
Wis., who worked together in the drive, 
won first place for obtaining the great- 
est number of new members. Second 
prize was awarded to another hard 
working duet, Colby Porter, C. S. Por- 
ter, Fox Lake, Wis., and John Hull, 
Markesan, Wis. 

Contest Is Success 

The contest was a success. All of the 
entrants enjoyed their work and the 
friendly competition for prizes. Whole- 
hearted thanks is extended to all who 
participated, by the officers of the as- 
sociation, and the dealers are to be com- 
plimented for their spirit in helping the 
organization to grow. With the increase 
in membership created} through their 
efforts, the Central Retail Feed associa- 
tion can accomplish even more for the 
feed industry in 1929 than it did during 
the past year. 

The Fenn & Hoops combination, 
winners of the first prize, will each re- 
ceive an Atlas car mover, manufactured 
by the Appleton Car Mover Co., Apple- 
ton, as their reward. This instrument 
has gained a reputation among feed and 
grain dealers for the ease with which it 
enables them to move and spot heavily 
loaded freight cars. In a recent test at 
Milwaukee a girl weighing 109 pounds 
easily moved two loaded cars coupled 
together. The association selected this 
award because they believed it would be 
useful to Mr. Fenn and Mr. Hoops in 
the conduct of their businesses, which 
are certainly thriving, if their aggres- 
siveness in getting new members is any 
indication. 

Thank New Members 

Car door bars, produced by the 
Strong-Scott Mfg. Co., Minneapolis, 
were awarded to Mr. Porter and Mr. 
Hull, the second prize winners. Both 
of these dealers may now bid goodbye 
to stubborn car doors that refuse to 
close, for the car door bar is guaranteed 
to do the job. This gift was also se- 
lected by the association because of its 
practical qualities. 

The Atlas car movers and Strong- 


embership Increased 15 Per Cent as Result of Drive 


Strong-Scott 
Car Door Bar 


Atlas Car 


Mover 


Scott car door bars were purchased 
from the manufacturers and given to 
the association to be offered as awards 
in the contest by Secretary Steenbergh. 
Mr. Steenbergh is managing editor of 
The Feed Bag and this publication first 
urged the organization of the Central 
Retail Feed association approximately 
three years ago. 

Officers of the Central Retail Feed as- 
sociation take this opportunity of wel- 


coming the new members into the or- 
ganization, and thanking them for their 
share in helping to make the Booster 
contest a success. All new members are 
entitled to a cut of the association’s em- 
blem, which may be used for letter- 
heads, and advertising literature, and 
which will be gladly sent on request 
from the office of David K. Steenbergh, 
secretary, 86 East Michigan street, Mil- 
waukee. 


New Year Promises Prosperity 
For Feed Business 


EED dealers will have more coin 
F< jingle in their pockets during 

1929, according to early business 
indications. Robust and youthful 1929 
makes its appearance with a smile of 
prosperity. 

The recently expired 1928 has been 
generous both to manufacturers and 
dealers in feeds. Letters to The Feed 
Bag indicate general prosperity and al- 
most certain hopes for continuation’ dur- 
ing the New Year. 

Feeding Season Late 

Dealers have one handicap to over- 
come—the late start of the feeding sea- 
son this winter. But this obstacle 
should be a challenge to all live dealers 
to work relatively harder in their terri- 
tory to build new accounts and increase 
old sales. Spring may provide a break 
if it prolongs its arrival, while Old Man 
Winter is making his exit. But dealers 
should not depend too strongly on this. 
The sure fire method is to crank the 
flivver, and spend every spare moment 
possible drumming up new business and 
increasing the old. 

Dairying, the basis of the prosperity 
of the feed industry, presents a rosy out- 
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look. There should be enough ready 
money and buying power among the 
farmers of your locality during 1929. 

The Dairy Farmer, national farm pub- 

lication, comments in an editorial: 
Dairying Prices Good 

“Dairying prices have been good. 
When we consider the margin be- 
tween feed costs and prices of dairy 
products, the profit for the dairyman 
has probably been greater during the 
past two years than ever before. The 
dairyman who has not fared well dur- 
ing this time has either been very un- 
fortunately located or he is the type of 
man who can never hope to be a success 
in the business under any conditions.” 

A bulletin released by the Bureau of 
Foreign and Domestic Commerce, 
Washington, D. C., gives further en- 
couragement: 

“The year 1928 closed with domestic 
business larger than ever before and 
with foreign trade in exceptional vol- 
ume,” it reads. “There is every indica- 
tion that the high levels of recent 
months will be carried into the New 
Year. The output of farm crops during 
1928 was about 5 per cent larger than 
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ce} ‘‘All your needs in grain and feeds’’ le 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Pose 

HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Karir 
FAIRMONT CREAMERY CO. «+» Qmaha, Neb a Dried Buttermilk 
AMERICAN MOLASSES CO., New York Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa...................++++- Meat Scrap 
OYSTEE SHELL PRODUCTS co., Philadelphia, aaa Oyster Shells 
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HAINES 


FEED 
MIXER 


Mixes rapidly, thor- 
oughly and uniform- 
ly. 


Mixing always vis- 
ible. Vibrating Sack- 
ing Platform. 


A self-contained unit . 
shipped completely 
assembled ready for 
operation as soon as 
connected to power. 


No elevator required. 


Nospecial millwright 
labor needed. 


Send for Bulletin 
No. 15-F 


The Grain Machinery Co. 
Marion, Ohio 


We want live sales representation in our open territories. 
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in the preceding year, and industrial 
production showed an even greater in- 
crease.” 
Make Extra Effort 

Thus we have a bright business out- 
look. Every feed dealer should make 
the best of it. A good way to supple- 
ment the promising conditions is to ex- 
ercise extra effort—try new merchan- 
dising methods and help the wave of 
prosperity along. Then, as 1929 goes 
the way of its predecessors, the extra 
coin that is predicted, will jingle mer- 
rily in your pocket. 


D. K. Steenbergh to Speak 
At Janesville, Wis. 


The Retail Feed Dealers Association 
of Janesville and Vicinity will hear 
David K. Steenbergh, managing editor 
of The Feed Bag and secretary of the 
Central Retail Feed association, talk on 
the subject, “How the Cash Basis is 
Working,” at the first 1929 meeting of 
the organization, to be held at the 
Chevrolet club, Janesville, Wis., Wed- 
nesday evening, January 9. 

Interest in the movement to get all 
retail feed dealers to sell on a strictly 
cash basis, which has spread through- 
out the country, has attracted the seri- 
ous attention of the many dealers in the 
vicinity of Janesville, according to R. R. 
Farley, Graham & Farley, Janesville, 
president of the association. The sub- 
ject has been informally discussed at 
several recent meetings of the organiza- 
tion, and following the last meeting, 
held December 4, it was decided to in- 
vite Mr. Steenbergh to address the Jan- 
uary session. 

The cash basis idea was not origin- 
ated or established by The Feed Bag 
or Mr. Steenbergh, but it has had its 
most favorable and wide-spread growth 
during the past three years since the 
promotion of the cash basis idea has 
been one of the principal editorial pro- 
jects of The Feed Bag. Mr. Steenbergh 
will describe experiences of dealers who 
have been operating on a cash basis for 
one year and longer. 


BAD AXE GRAIN CO., Bad Axe, 
Mich., will rebuild its elevator at Kinde, 
Mich., which was recently destroyed by 
fire. 


LONG & MARSHALL grain eleva- 
tor and storeroom, Convoy, Ohio, were 
destroyed by fire recently, with a loss 
estimated at $35,000. 


HARRY D. COLLINS, New Paris, 
Ohio, has been appointed manager of 
the Farmers Elevator Co., of that city, 
succeeding John W. Diggs, who recent- 
ly resigned. 
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Profits Increase When You Convert 
Business ‘Trouble Makers 


Competitors’ Knocks May Be Changed to Boosts by Fellow Dealers 
Getting Them to Join Local Organization One of Essential Steps 


N the confidential discussions of lo- 
I cal competitive situations which this 

writer has had with many alert busi- 
ness men, no appeal has been more com- 
mon than this one. 

“Everything would be fine here if it 
were not for Blank. He is a natural- 
born trouble maker! Tell us what can 
be done about him!” 

The Trouble Maker 

There are trouble makers in the local 
feed trade of many kinds—just as, some- 
how, no club, no trade association, 
seems complete without at least cne 
trouble maker. 

The trouble maker in the feed trade 
cuts prices, or competes in credit terms, 
or employs misleading advertising. The 
trouble maker who “runs down” com- 
petitors in conversation, alleging busi- 
ness misconduct which grows in size as 
it circulates by word of mouth, is found. 
A versatile trouble maker won’t stop 
with these simpler forms. He hires help 
away from competitors, finds new, and 
costly, forms of free service. And we 
were told recently of a trouble maker 
who, carrying tales, upset a friendship 
of years between two prominent compe- 
titors, and started a fight which may 
wipe out profit in the local trade for 
nobody knows how long. 

Does a feed dealer refuse to do busi- 
ness with a buyer, whose check is per- 
fectly good, just because that customer 
happens to be, temporarily, touchy and 
irritable? Of course not. A problem 
of salesmanship is involved, that’s all. 

Problem in Salesmanship 

View the trouble maker as a problem 
in salesmanship. This investigator can 
offer no one best way of converting the 
trouble maker to co-operative ways. 
Judgment must be used. Sometimes one 
method after another, finally arriving at 
success, is necessary. 

Who, in the local feed trade, has spe- 
cial talents at getting men together? Let 
him approach the trouble maker and ar- 
range a conference. Let the trouble 
maker put his grievances “on the table”. 
He will have them. Let other members 
of the trade speak with frankness, too. 
Have the key man, who brought the 
discussion about, present to watch and 
shape matters. It may take more than 
one such meeting to clear up misunder- 
standings, but the result is worth it. 

An approach to the trouble maker 
through an outsider known to have con- 
siderable, perhaps powerful, influence 


Ask ~ 


feeders’ problems. 
your patrons’ questions. 


Che Feed Bag 


/ This is a clearing house for feed dealers’ and 
; Send in your own and 


Please advise us what to do in this 
case. We ordered one car of yellow 
corn November 10 for quick shipment, 
paying 87 cents delivered our station. 
We advertised the corn to be sold No- 
vember 19 on track. Through the er- 
ror of someone the car was sent to q 
nearby station instead of to us, and we 
did not discover it there until November 
30. The station agent said that it was 
billed incorrectly. We lost many sales 
because we did not receive the car and 
in the meantime the price of corn 
dropped. Would you advise us to take 
action against the railroad or the com- 
pany from whom we bought the corn?— 
W. Cc. 

Our attorney has advised us that in- 
asmuch as the car was loaded and 
shipped on November 17, or seven days 
after your order, the shipper fulfilled the 
quick shipment sale basis cf seven days. 
The shipper cannot be held for delays in 
transit after he has shipped the car and 
ordinarily the railroad cannot be held 
for such delays, either. 

The only basis for claim which you 
may have, in our opinion, is due to the 
fact that the car was billed to another 
station. If this mistake in billing was 
made by the shipper and was respon- 
sible for the delay in the car reaching 
you and for your loss because the price 
of corn dropped in the meantime, we 
believe you are entitled to make a small 
claim against the shipper. We suggest 
that you take this matter up with the 
shipper and believe you should have no 
difficulty in getting a small adjustment. 

* * 


About how much mineral feed should 


with him is often effective. This writer 
knows of one trouble maker who was 
brought into line through the friendly 
services of a bank upon which he was 
dependent for financing; of another who 
yielded to pressure brought by his land- 
lord; of a third who listened when a 
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a hen be fed during the year?—A. E. H. 
An average laying hen will consume 
akout 3% pounds of shell-making min- 
eral in a year. 
* * * 


What would you suggest in feeding 
methods to prevent the slump in milk 
production of a dairy herd during ex- 
tremely cold spells?”—R. O. W. 

The quantity of feed concentrates 
should be increased. More feed energy 
is required during extreme cold weather 
to keep the body at a uniform tempera- 
ture, and unless the ration is adjusted 
to take care of this condition, milk pro- 
duction suffers. 


I would like to obtain several hundred 
charts for keeping records of milk and 
egg production to distribute among my 
customers. Where can I get them?— 
M. E. T. 

Write to the manufacturers of the 
commercial rations you sell. They will 
ordinarily be pleased to furnish you with 
these charts if they have them available. 
Another good source is your dairy herd 
improvement association, if you have 
one in your locality, or your state col- 
lege of agriculture. 


Can you suggest a good, all around 
mixture for feeding dairy calves?—J. H. 

You may obtain and sell to your cus- 
tomers many good calf meals which are 
on the market. A common grain ration 
which has been used with success by 
many feeders includes 100 pounds wheat 
bran, 100 pounds corn meal or hominy, 
100 pounds of ground oats, 50 pounds 
linseed meal and 1 per cent salt. 


powerful supnly house gave him some 
friendly advice. These are obvious ave- 
nues of approach. Less obvious, but vet 
present is the possibility that some 
member of the trouble maker’s organiza- 
tion, possessing large influence with 
him, can be converted to the importance 
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Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


— Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


Since 1885—45 years and 
No-Milk Calf Food 


is still the Leader. 


We have over 500 dealers in Wisconsin 
selling our Product and some of them 
over 42 Years. Their repeat orders 
each year is the best recommendation 
we know of for No-Milk Calf Food. ) 
ARE YOU ONE OF THEM ¢ 


FOR PRICES WRITE 


National Food Company 


D. R. MIHILLS, Mgr. Fond du Lac, Wis. 
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—for almost half a century 


EVERY time you sell a sack of flour it 
should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 


it possible to sell an- 
other sack to the same Occident Feeds 
customer. Occident Hard 
Wheat Bran 
It takes a good flour to do those Occident Hard 
things. OCCIDENT is that kind of Wheat Mixed 
aflour. Dealers have been selling Feed and 
OCCIDENT that way for nearly Alta Hard Wheat 
half a century. Middlings 
FREE FROM 
RUSSELL - MILLER MILLING CO. SCREENINGS 
General Offices HIGHinPROTEIN 
MINNEAPOLIS, MINN. a 


FLOUR 
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of co-operation. In one such instance, 
a son, just out of college, entered the 
business, exerted the necessary pressure 
upon “Dad” to change his ways. 

A slower but often successful method 
is to have toward the trouble maker, as 
toward all competitors, a co-operative 
attitude, active and genuine. Find little 
ways to do the trouble maker favors. 
Send business to him which you cannot 
handle yourself. Go out of your way to 
exchange a pleasant word when you 
meet him. Telephone him, giving him 
a red-hot credit tip. Journey to trade 
conventions together. 

Form Local Associations 

A feed dealer in one of the mountain 
states passed through an Indiana town 
on an auto tour East. He remembered 


' this town was the birthplace of a local 


competitor—and many of the latter’s 
relatives still were there. He took sev- 
eral hours to look them up, talk with 
them; then, returning home he visited 
his competitor, and told him many in- 
teresting things. Trouble makers be- 
come co-operative before that sort of 
treatment! 

If there isn’t a local association in 
your territory, get busy—organize one. 
And before every other competitor, see 
that the trouble maker joins, too. It may 
take salesmanship, but get him in. The 
friendly discussions of association meet- 
ings are mighty good medicine for 
trouble makers. When trouble making 
proclivities crop out in the group meet- 
ings, handle the trouble maker through 
the device of giving him something to 
do—keep him occupied—give him a 
committee. 

_ The Important Thing 

The old time attitude toward a trouble 
maker was to regard him as inescapable 
and unchangeable, and to pray for his 
early demise. The modern way is to re- 
gard him as a problem in salesmanship. 
Clean competition is serious enough to 
contend with, without the complications 
of unethical tactics. There are numer- 
ous localities right now where the trade 
immediately would climb to a position 
of profit-making if a trouble maker 
could be eliminated. 

It is worth the expenditure of days of 
time, and of actual cash expense to solve 
the problem of a trouble maker. The 
important thing is to realize it, and to 
put hard and consistent effort into the 
task. 


MINNESOTA FARMERS Grain 
Dealers association will hold its annual 
convention February 19-21 at Minneap- 
olis. 


IOWA FARMERS Grain Dealers as- 
sociation will hold its 25th annual con- 
vention at Fort Dodge, la., January 23- 
25. 
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Poultry School Brings 
Additional Trade 
To Ohio Feed Store 


cc” the ball, and keep it roll- 
ing.” 

This is C. T. Clark’s recipe 
for boosting feed sales. Mr. Clark is 
manager of the Farmers Produce Co., 
Marietta, Ohio, and last year he started 
the ball by offering his customers prac- 
tical instructions in poultry manage- 
ment. This pleased folks so well that 
he soon expanded his program to in- 
clude something interesting for every 
member of the family, and a regular 
school is conducted at stated intervals in 
the local court house. 


Farmers from practically every sec- 
tion of the county attend these meet- 
ings, bringing with them sick and out- 
of-condition fowls for free examination 
and advice. They bring problems on 
housing, culling and feeding, which are 
solved by open discussion. A poultry 
specialist supervises these discussions; 
the county agricultural agent takes part, 
and poultry clubs from both town and 
country are well represented. Mr. Clark 
proves himself a poultry enthusiast as 
well as a merchant, and he is always 
present to see that each member hears 
some money-saving suggestions.. 


The audience is never asked to buy 
anything, but the instructors point out 
the fact that correct feeding is the foun- 
dation for success. They explain that 
many flocks are not paying their way, 
simply because the chicks got a wrong 
start in life, and that numerous troubles 
“common to poultry can be remedied 
only when correct feeding methods are 
used. 


The Farmers Produce Co. sees to it 
that their store is always supplied with 
the various mixtures which the instruc- 
tors recommend, and the audience is in- 
vited to inspect the goods whenever 
poultry rations are needed. They keep 
on display all: kinds of commercial feed, 
ranging from chick-starter to egg-mash, 
and special rations are made up at the 
store to suit any poultryman’s require- 
ments. 


By showing folks how to raise more 
chicks, Mr. Clark is creating a demand 
for more feed. Poultrymen, who have 
found his- methods successful, are quick 
to tell their neighbors and in this man- 
ner he gets publicity even in remote ru- 
ral districts ordinary advertising fails to 
reach. 


Mr. Clark’s policy is to feature feeds 
which are seasonable, carry fresh stock 
at all times, and to encourage the use 
of commercial rations which have been 
found reliable. 


FIRE PREVENTION 


CARELESSNESS—This the first of a series of articles written especially 
for feed dealers by R. D. MacDaniel, manager service department, 
Grain Dealers National Mutual Fire Insurance Co. 


HE most important element of 

i fire prevention is appreciation of 

common hazards by the owners 
of property and those working about the 
premises. If the hazards are recognized, 
ordinary common sense will dictate 
their removal. If a recognized hazard 
is tolerated, then the logical assumption 
is that somebody is gambling with his 
job or his business. 

The man who is habitually careless or 
tolerates carelessness in his employees 
is looked upon as a poor risk by‘ fire in- 
surance companies. To a man with a 
going business, however, the insurance 
consideration is of secondary import- 
ance—he cannot afford a fire. 

But such men do have fires—and 
these fires put a very large proportion 
of businesses permanently on the rocks. 
The main reason these men have fires 
is that they are careless; not wilfully or 
deliberately careless, but careless, never- 
theless. In this connection we recall an 
apt remark made by an inspector of our 


acquaintance, upon having been told 
that a certain condition certainly could 
not be hazardous because it had existed 
for 20 years. “My dear sir,” replied he, 
“that is no doubt true, but all I can say 
is that you are just 20 years nearer a 
fire.” 

Fire prevention is for the man who 
not only doesn’t. want a fire, who not 
only cannot afford a fire, but who is 
willing to profit by the experiences of 
others to the end that he is willing to 
remove from his plant all possible sour- 
ces of fire. 

In the articles to follow the most 
prominent hazards of feed plants will 
be covered briefly to the end that there 
may be a clearer understanding of these 
hazards that more effective preventive 
measures may be taken against them. 


GARDNER & JOHNSON, East 
Chain, Minn., are erecting a _ large 
brick building to replace their feed mill 
which was destroyed by fire last fall. 


“A Feed Store in a Box Car’ 


CROSBY 


GOLD MEDAL 


PouLtry FEEDS, Hoc Freps, Dairy RaTION 
“WASHBURN CROSBY COMPANY 


MINNEAPOLIS, MINN. 


KANSAS CITY, Mo. 
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SWEET DAIRY FEED 


16144% PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 


MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


Allis Double Head Attrition Mill 


Equipped with two Allis-Chal- 


mers Squirrel Cage totally in- 

closed ventilated motors which 

are entirely dust excluding and 

give the title of safe motors a 

new and valuable meaning. 
Write for leaflet No. 2086. 


MILWAUKEE, WIS. U.S.A. 


Arthur Meeker Re-elected 
Arcady President 


Arthur Meeker was re-elected presi- 
dent of the Arcady Farms Milling Co., 
at a special meeting of the board of di- 
rectors held in the Chicago offices, De- 
cember 21. W. D. Walker was elected 
first vice-president; E. F. McDonnell, 
secretary and treasurer, and J. B. 
Forgan, Jr., and John C. Mechem were 
added to the directorate. F. J. Brad- 
ford, F. R. Johnson and V. R. Combs, 
vice-presidents, were also re-elected and 
W. Sutherland and R. N. Crawford 
were chosen for the board of directors. 
Mr. Meeker is chairman of the board. 

Mr. Forgan and Mr. Mechem are also 
vice-presidents of the First Trust and 
Savings bank, Chicago. 

The Arcady Farms Milling Co. was 
organized by its present president at his 
estate, the Arcady farms, Lake Forest, 
Ill., 20 years ago. Today the firm has 
an output of more than 40 carloads of 
feed a day from its modern concrete mill 
at Riverdale, Ill. The Arcady Farms 
Milling Co. manufactures a complete 
line of dairy and poultry rations. 


WM. HOPPENSTEDT, Sleepy Eye, 
Minn., has changed the name of his ele- 
vator to the Sleepy Eye elevator. 


MINNEAPOLIS 


SHIPPERS OF 


RedDurum 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER-DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 
GRAIN DEPARTMENT 


MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 


== 


TRUVEN'S 
FISH MEAL, 


Made from the Whole 
Menhaden Fish fresh from 
the Sea has feeding pro- 
perties not found in the 
ordinary concentrate. 58 
to 62% highly digestible 
Protein, 15% Bone Phos- 
phate, Iodine, Iron, Sul- 
phur, the Anti-rachitic 
Vitamin D. 


Its use results in increased 
sales of mixed feeds. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 
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GALATIA MILLING CO., Galatia, 
Ill., has been incorporated with a capital 
stock of $75,000. The incorporators are 
George E. Hoffman, Roy L. Rievely and 
Charles H. Gibbs. 


ARCADY FARMS MILLING CO., 
Chicago, IIll., plans to erect a $150,000 
addition to their plant at Riverside, IIl., 
according to W. D. Walker, first vice- 
president. 


A. PAULSON & SON, Storm Lake, 
Ia., are planning to build an addition to 
their plant to take care of their increas- 
ing business. 


The Baby Chick 
Season Offers 


PEARL GRIT 
Profits to You 


ET ready for the baby 
chick season. It’s 
just around the corner. 
aby chicks need plenty 
of lime. They need it as 
soon as they step out of 
their shells. They need 
it to make firm, strong 
bones...to develop 
sturdy bodies... to avert 
leg weakness or rickets. 


Sell PEARL GRIT— 
profit by our advertising 


And Peart Grit No. 1, for baby chicks, 
is lime in its most convenient form .. . 
its most economical form. Our advertis- 
ing in state farm and poultry papers is 
telling your customers about the advan- 
tages of Peart Grit... building up a 
big demand for it . . . telling them to buy 
it from their dealer, or hatcheryman. 
So here’s your chance to get PEARL 
Grit profits. Have a supply of PEarL 
Grit on hand in the new 10-lb. pack- 
ages. It’s the easiest way, the most 
profitable way, to supply poultry rais- 
ers with calcium material. 


Learn about our 


dealer offer 
Mail the coupon for our liberal meeane-aebing 
offer. It’s a business proposition you can’t affor 
to ignore. Send the coupon. We'll be glad to 
Ping all the details. 
10 this today. 
Pearl Grit 
Corporation 
Subsidiary—The 
Ohio Marble Co. 
2111|Ash Street 
Piqua, Ohio 
Pearl Grit 
Corporation 
2111 Ash Street 
Piqua, Ohio 
Please send me details 
of your selling plan. 


PEARL GRIT 


Address 
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NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
peer raisers—an offer to try Barnes Emulsion—the only PERMANENT WORM CON- 

ROL—entirely at our expense—an offer no one can reasonably decline. The object is to 
build a large and profitable business for YOU, right in your territory, and hand it 
over to you. Our campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do is take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusual proposition as 
we now offer. Think what you can do WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to gt YOU Sales 


In fact, the most complete support ever given to dealers. Na- 
tional advertising which will PROVE that Barnes Emulsion is 
the only true and PERMANENT CONTROL of WORMS in 
chickens and other fowl. Advertising which will PROVE that : 
other remedies, expellants, DO NOT do a PERMANENT Job, and that in the final an- 
alysis, the poultry raiser must come to Barnes Emulsion for permanent, instead of tem- 
pour control of Worms. National advertising which will get orders coming for Barnes 
mulsion, and create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 


for wholesale prices, terms, advertising helps and guarantee. Our plan is an eye- 
opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. 


BARNES EMULSION COMPANY 


Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 
Laboratories and Factory, Box 85, Gardena, Calif. 


LIRY Yeast FOAM 
MOP. PULLS COMPANY. 


OUR SECOND CARLOAD OF YEAST 
within a year. 


Doughboy Poultry Yeast Mashes 


makes the poultryman’s dreams cometrue. Dealers 
everywhere report’wonderful repeat business. 


DOUGHBOY MOLASSIE DAIRY 
cheaper and better than BRAN. 


Write for circular. 


QUICK OR DEFERRED SHIPMENTS 
MIXED OR STRAIGHT CARS 


NEW RICHMOND ROLLER MILLS COMPANY 


NEW RICHMOND, WISCONSIN 
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Hiawatha Grain Company 


MINNEAPOLIS, MINN. 
‘“‘FOR BETTER SERVICE”’ 


(We Own And Operate A Mill And Elevator) 


SPECIALIZING IN ALL TYPES OF SCREENINGS 


(GROUND AND UNGROUND) 


Get Our Samples and Prices 


MIXED CARS 


WHEAT 

STRAIGHT CARS 
MILL FEEDS 


OILMEAL 


— 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 

Ves Bran, Screenings not exceeding mili run —| 

— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% ~~ 


ST. PAUL, MINN. 


= Office 315 Corn Exchange 
MINN. 
4 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure Wheat offal 
and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 


| m WE SELL DEALERS ONLY <—a 


HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, 
| SEED are HOMINY, CORN, OATS, OYSTER SHELLS, 


GLUTEN, COTTON 


In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 
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McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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A. H. HERRICK & SONS CO., 
Watertown, N. Y., has completed the 
installation of a modern molasses plant. 
It includes a vertical mixer, steel eleva- 
tor, scalping shoe, magnetic separator, 
1,500-gallon molasses tank and two elec- 
tric heaters. 


D. & E. FEED CO., Ney, Ohio, has 
been incorporated with a capital stock 
of $10,000, to deal in flour, feed and 
grain. 


OSBORNE GOODRICH, son of 
William O. Goodrich, chairman of the 
board of the William O. Goodrich Co., 
linseed crushers at Milwaukee, has re- 
turned from a hunting and exploring 
expedition in Africa, where he was seek- 
ing new specimens for the Milwaukee 
public museum. 


PERKINS & SON, feed dealers at 
Medford, Wis., have discontinued busi- 
ness. 


E. J. WILSON, Lake City, Minn., 
has purchased the Beck elevator and 
will use it as a stock feed plant. 


ROCKFORD GRAIN & MILLING 
CO., Rockford, Ill., has purchased the 
Chick mill of that city. : 


~ 


ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Lamar, Colo. St. Louis, Mo. 


FEED CHEMISTS UNITE 

Chemists in Western New York flour 
and feed mills have formed a new or- 
ganization known as the Niagara Fron- 
tier Cereal Chemists association. Wil- 
liam A. Richards, of the International 
Milling Co., is president and Joseph H. 
Julicher, of the Pillsbury Flour Mills 
Co., is secretary-treasurer. The new or- 
ganization will hold monthly meetings 


. and discuss matters of trade interest. 


FIRE caused $30,000 damage in the 
feed store of J. E. Shonk & Son, Pem- 
brook, Pa., December 15. About three- 
fourths of the loss is covered by insur- 
ance. 


Jacobson “A JAC 8" tree 


| 

Feed Grinder 
Pulverizes grains, ear or snapped corn, &% 
roughage, and other materials into soft 


cool stock. Requires less H. P. but 
grinds more feed. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 


MINNEAPOLIS, MINN. 


TRACE MARK 


Codliver Oil 
in Powder 
Form 


(Patented) 


Easier to mix in 
your mash. 


Feed Manufacturers 
have been using Col- 
liverol successfully 
for several years. It 
has been tested and 
approved by agricul- 
tural authorities. 
Vitamine ‘‘D’’ con- 
tent guaranteed. 


Write for sample and 
full particulars. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 
MINNEAPOLIS 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 

Grain and Feeds Shipper - 

HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: ‘“‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. ; J. M. HERRICK 


PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 
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More Bearing Fires 


will be prevented during 1929 than ever 
before due to the large number of anti- 
friction bearings installed in grain and 
milling properties in 1928. The trade 
is coming into the realization that these bearings not only 
reduce fire hazards but soon pay for themselves in lower 
operating costs. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald Cc. R. McCotter 


Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


Minneapolis, Minnesota 


616 Corn Exchange Bldg. 
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GORDON FISH, salesmanager 
of the Advance Car Mover Co. for the 
past five years, has been appointed gen- 
eral manager of the Appleton Car Mov- 
er Co., Appleton, Wis. 


OTTO KOENIG,’ Appleton, Wis., 
has purchased the Pound Grist Mill, 
Pound, Wis., formerly operated by W, 
Kenyon. A new grinder and other 
machinery has been installed, making 
the Pound mill one of the most modern 
in the locality. 


AUSTIN HARRINGTON Coal Co., 
Holland, Mich., has purchased the re- 
tail feed and seed store of F. B. Chris- 
tian, and taken immediate possession of 
the store. 


KURTIS R. FROEDTERT, presi- 
dent of the Froedtert Grain & Malting 
Co., Milwaukee; has purchased a strip 
of land on the Rock river, about two 
and one-half miles east of Juneau, Wis., 
where he is building a club house for 
himself and friends. 


WILSON & NEDDERMAN, Des 
Moines, Ia., has opened a feed’ store at 
Twenty-first street and Army Post 
road. Mr. Nedderman was formerly in 
the feed business at Knoxville, Ia. 


RED GOLD si: 


A marvelous new berry, rich, sweet, 
bright in color, fine in flavor. Act- 
ually saves sugar, use half as much 
as ordinary for high grade pre- 
serves. Single plants produced 
hundreds of berries. Big yield from 
small bed. 


FREE 
for Testing 
Send us your name and 10c, or not, as 
you please, and we will send you our 


catalog and two strong Red Gold plants 
at planting time, without cost. 


Paper Mulched Berries Better 


U. S. Govt. reports Paper Mulch saves 
moisture, kills weeds, increases yields 
in garden products. : 

We offer special combinations of Red 
Gold plants and the necessary amount 
of Paper. 12 plants and paper, $2.00, 
50 plants and paper, $6.00. 100 plants 
with paper and _ special strawberry 
setting tool, $10.00. Paper Mulch en- 
ables you to get big yield from small 
bed with little work. 


Gardner Nursery Co. 


s 
° 

rs RY, % 

WY 

\ 


M. G. 

RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE STERLING DAIRY F EEDS 


MILWAUKEE 32% Protein 20% Protein 
For the dairyman who For the dairyman who 
raises considerable corn, raises small crops of 
oats and barley. feeding grains. 


CHARCOAL : These two feeds are giving wonderful 
satisfaction. 


COD LIVER OIL 
We also manufacture the complete line of 
COLONIAL BUTTER SALT STERLING POULTRY FFEDS as well as 
PEARL GRIT STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 


Bag Lots-- Ton Lots eimai 
Dadmun- LaBudde | NORTHRUP, KING & CoO. 
Company FEEDS AND SEEDS 
NORTH MILWAUKEE MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 


ity 


ON WASHINGTON AVENUE 


Quality—Service—Price 


The Northwest's Finest Hotel 


as Your Telephone 
Every room an outside room 
Largest and a Som in the Broadwav 49 61 
RATES 


a GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 


$8 Rooms 5.00 MILLFEEDS—CLINTON GLUTEN 


_ Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM DONAHUE-STRATTON COMPANY 
COFFEE SHOP 
MILWAUKEE 
Three Blocks from Both Depots. Brokers for Operating Elevators at 
Retail Center and Wholesale Center. CLINTON CORN GLUTEN and MILWAUKEE—CHICAGO 
CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
W. B. CLARK, Manager 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 

Feed business doing about $50,000 yearly, 
mostly all cash. There is no mill connected. 
One large building on track. Wil! sell building 
for $1,800. Stock will inventory about $3,000. 
Get very good prices for mill feeds, not much 
competition. S. H. Van Gorden & Son, Taylor, 
Wis. Write S. H. VAN GORDEN & SON, 
Black River Falls, Wis. 


J. N. SCHMITZ, Melrose, Minn., is 
building a feed mill adjacent to the ele- 
vator which he recently purchased. 


WILLIAM JOHNSON, Iowa Falls, 
Ia., has purchased the Hazeltine & Son 
elevator at Rowan, Ia. 


I. LESTER, Barnes City, Ia., has 
been appointed manager of the Farmers 
Elevator Co., succeeding B. S. Roberts, 
who resigned. 


G. E. WEST, Loda, IIl., has pur- 
chased the feed business of Chester K. 
West. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bidg. 


MINNEAPOLIS, MINN. 
“Stand by Stan” 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


DAIRY ALFALFA HAY 


FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 


JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


FOR 
CORN oR OATS 
and the 
QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, lowa 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 
917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


Dells Milling Co. 


AUGUSTA, WIS. 
MANUFACTURERS OF 


| Dells Favorite Products | 
Rye — Buckwheat — Whole Wheat 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


Established 1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


DISTRIBUTORS FOR 
PENICK - FORD CO’S 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains-- Millfeed--Dried 
Beet Pulp--Oil Meal--Poultry Feeds--Molasses Feeds, Etc. 


MOLASSES 


Buyers and Sellers Barrels 


- - Screenin 
- - Oat F. 
- - Alfalfa Meal 


Send for MANEY BROTHERS MILL & ELEVATOR CO., 


MINNEAPOLIS, MINN. 


Office and Mill, Milwaukee, Wis. 


NEWTON FEED COMPANY 


Eastern Office, Boston, Mass. 


NEWTRIO DAIRY RATIONS 
INSTITUTIONAL DAIRY FEEDS 
INSTITUTIONAL DAIRY FEEDS (SWEET) 
DAIRYMAN’S BEST TESTING RATIONS 


STANDARD” POULTRY FEEDS 
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OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS. TENNESSEE 


Get on our list 


Market letters and prices 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


amen Member Chamber of Commerce 


‘CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


ALFALFA MEAL 


WITH 


MOLASSES 


Palatable 
Nutritious 
Digestible 

A rich milk producing feed at a 


comparative low cost. 
“A REPEATER.” 


Johnson-Olson Grain Co. 
MINNEAPOLIS, MINN. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 
on 
Oyster Shells Shinn 
Dried Butter Milk Bone Meal 
Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bldg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Il. 


expands with 
Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


1076 


QUICK SHIPMENT 


STRAIGHT CARS OF FEED 


We have Pure Bran, Spring 
Bran and Durum Feeds in 
warehouses ready for Quick 
Shipment. Write for quota- 
tions and try our service. 


I PHONE ATLANTIC | 


I. S. JOSEPH CQ., Inc. 


Flour Exchange 
Minneapolis, Minnesota 


You Need Feed 


We can give it to you. 


Shipments from our ware- 
houses here at Milwaukee 
within 24 hours —straight 
or mixed cars of every- 
thing in the feeding line. 


Wire us your needs. 


LABUDDE FEED & GRAIN CO. 
MILWAUKEE, WISCONSIN 
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Business 


Che feed Bag 


Vol. 5. No. 1. JANUARY, 1929 


DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. It circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East, New 
England, and Central Northwest. Feed Mer- 
chants Bulletin of the Eastern Federation of 
— —, merged with The Feed Bag, 

uly, 

Copyright, 1929, Editorial Service Co., Inc. 


ADVERTISERS’ INDEX Page 
Arcady Farms Milling Co..... oe | 
Archer-Daniels-Midland Co................ 34 
F. W. Brode Corporation................. 40 
Buerger Commission Co................... 40 
Cannon Valley Milling Co. ............... 28 
Classified Advertisements................. 40 
Cleland Manufacturing Cc. .............. 28 
Corn Products Refining Co ............... 24 
Comsned Syeter Shell 37 


Darling & Co 
Denver Alfalfa Milling & Products Co. 
Deutsch & Sickert Co..... 
John Devlin Hay Coc 
Donahue-Stratton Co 
Froedtert Grain & Malting Co........... 
Grain Dealers Nat Mutuai Fire Ins. Co... 
Grain Machinery Co 
Haertel Co., Inc 
Herrick Feed Co 


SY SBE ws 


Hiawatha Grain .............. 35 
Humphreys-Godwin Co... ............... 32 
International Sugar Feed Co.............. 20 
A. E. Jacobson Machine Works, Inc.. .... 37 

LaBudde Feed & Grain Co................ 41 
43 
Linseed By-Products Co.... ............. 40 
Maney Eros. Mill & Elevator Co.......... 40 
38 
BicKercher 36 
34 
32 
Nebraska Consolidated Mills Co 40 
New Nicollet Hotel.............. 39 
New Richmond Roller Mills Co ss ae 
Northern Milling Co 


Penick & Ford, Ltd., Inc 

F. J. Phelan Co 

Bros. & Kortsch Co 
M. G. Rankin Co 


Springfield Milling Co.. 
Sprout, Waldron & Co.. 
Chas. M. Struven & Co 


Washburn Crosby Co 
Waukesha Motor Co 


Western Terminal Elevator Co............ 49 
Wisconsin Hatchery, Inc.................. 22 
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Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Deutsch & Sickert 


400-402 Chamber of Commerce 


a O 1M) p a N VY MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone— Call 


Feeds of allkinds alco Hay—- BROADWAY 


Alfalfa Hay a Specialty 1 67 4 
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. 
41 
35 
14 
41 

10 
41 
39 

Sunset Feed & Grain Co.................. 30 
: 
Three Minute Cereals Co................. 26 


Poultry Mashes 


The kind you would eat 
if you were a chicken— 


Why? 


—You would be the kind of chicken who likes 
good things to eat. You would like True Value Mashes bet- 
ter than anything else you could find. You’d like the taste. 


—True Value Mashes would make you feel good; 
make you husky; and make you grow! The Cod Liver Oil 
and Cod Liver Meal would make your bones strong, give you 
a good strong beak with which to eat; cover your body with 
beautiful feathers. It would make your life worth living. 


—You would be the pride of your owner and 
make good profits for him. He would then keep you for 
several years instead of chopping your head off for not laying. 


—You could look with pride upon the chicks 
hatched from your eggs. Those large, well formed, hard- 
shelled eggs would hatch a fine brood. The health of your 
happy family would be a tribute to the correctness of your diet. 


MANUFACTURED BY 


In 1929 earn greater profits 
for yourself and your 
e e e 


MILWAUKEE, WIS. True Vahige Feeds 


a 


Dealers Find it a 
King Midas Flour 


EALERS handling King Midas enjoy the 
distinct advantage of being associated with a 
well-established, live and progressive milling 

organization which is making a record for increased 

flour sales each year. 


This is brought out clearly by a King Midas dealer 
who writes: ‘‘Everyone has a good word to say about 
King Midas. Customers are always well satisfied. 
Trade visitors comment on King Midas quality and 
the fact that it is so widely sold. It is a really 
profitable pleasure to handle King Midas.” 


And the high character of King Midas dealers makes 
it possible for us to extend unusual co- 
operation and service. Perhaps there is 
an opening for a King Midas dealer in 
your town. It will pay you to investigate. 


Ylour 


MANUFACTURED BY THE 


Mipas Co. 


MINNEAPOLIS, MINNESOTA 


> 
7 
| 
4 


